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How Will the New Season Open 


The new attitude toward the men’s side of the store 
is at least as significant as the idea of starting the 
fall season by having a national “opening” Sept. 15. 
The two ideas resolve themselves into a program, the 
success of which will be measured by the accomplish- 
ments of the next four months. In mapping out this 
program let us decide, first, whether the men’s busi- 
ness is worth stimulating; and, second, whether sum- 
mer shall be allowed to melt into fall without new 
footwear. 

It is up to every merchant to decide for himself. 
But before making the decision we strongly advise 
the shoe merchants of the country to step out to the 
front of their stores and to watch men’s feet for one 
hour. 

Recently the New York Curb Market was visited, 
with this same end in view, and the report showed not 
one new pair of shoes in twenty. At the Customs 
House in New York City a similar investigation 
showed mostly boots, run down at the heel. Outside 
the Buyers’ Club on Forty-second Street,, New York 
City, were seen old shoes, with now and then a new 
light tan. In Boston, on Tremont Street, there was a 
poor run of shoes in muddy browns. 


It seems certain that we have reached the last stage | 


of the “buyers’ strike’—for men must have footwear 
before long. When can we expect the change? When 
will men begin to realize that the new price level 
makes it possible to purchase a good shoe in the 
vicinity of ten dollars? 

Man is slow to forget, and for more than a year 
now he has harbored resentment. He has not balked 
at shoe prices for the womenfolk and for the children, 
but his own personal footwear bill has been a stum- 
bling block. Either he is due for a change of heart 
with the beginning of fall or the collection of facts 
which we have presented has been ee misinter- 
preted. 

Never did the RECORDER receive so many responses 
to its request for more light on whether style is ac- 
ceptable in men’s shoes. The answer was unanimously 
affirmative. There will be style and there will be 
moderate prices to interest the man in footwear this 


fall. There will be a boom in men’s shoe buying for 
the reason that the average man does not own more 
than two pairs. The ebb tide of manufacturing in 
men’s shoes and the gradual reduction of stocks in 
stores proves the diminishing interest on the part of 
the man-public. 

Unemployment there has been, and invariably the 
man cuts down his needs to satisfy the rest of the 
family. A return of employment this fall will mean 
a shoe boom. Figure it out by studying feet from 
your own doorstep and by taking into consideration 
the absence or presence of smoke issuing from the 
chimneys of the plants in your town. 

The second point of inclusive interest is this: When 
September comes around, what about the burst of 
business that has always marked the beginning of a 
new season? Will it come in women’s and children’s 
shoes? Adopt the RECORDER plan and see what comes 
thereof. Push the present season styles and clean up 
the one-season novelties. Then push as hard as you 
can the sports footwear. The break in style sequence 
will make new shoes desirable in September. The arts 
and crafts of style creation have not been exhausted 
by the few colors and straps of this spring season. 
There is an unlimited field of millinery styles which 
will be acceptable to the public and profitable to the 
merchant. A style game will not be easy but it will 
be interesting in sales and turnover and in profits. 

Cannot we start the fall season with the same vim 
that the millinery folks do? Let’s keep up interest 
in shoes. They have not yet subtracted their rightful 
share from the pay envelope. 


Who Handles the Cash? 


A’ nervous merchant wanted information on a job 
lot buyer and auctioneer, to whom he was about to 
sell his store, which is situated on the main street of 
a@ prosperous city. 

This nervous man explained that the reason he is 
selling his store is to get money to go into some other 
business which would bring him better returns. He 
was offered ninety cents on the dollar for his stock, 
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and he expected to realize between ten and fifteen 
thousand dollars. He was told that the reputation 
of the would-be buyer was not very good, and that the 
chances are that the ninety per cent offer was 
fictitious. 

The dealer further explained that he knew that he-is 
looked upon as one of the big men of the town, yet he 
thought he could not afford to live in as good style as 
other men in the town because his business could not 
stand the strain of a large drawing account. Right 
now even with a small drawing account he is behind 
in payments of bills, that is, » he does not pay his bills 
promptly when due. 

He was told to go home and take inventory and 
bring the results for further advice. But the mere 
mention of inventory seemed to scare him and he flatly 
refused, saying that he would gladly pay for any one’s 
services to come and take inventory for him but that 
he would not undertake such a job. Coaxing and ar- 
guing did no good, so a young man was sent with full 
instructions not only to take inventory but to arrange 
the store and put it on a modern working basis. 

In the store were five people, the owner, his two 
daughters and two clerks. The store had a rather 
fancy looking cash register with five separate drawers, 
one for each person in the store who sold goods. Each 
one looked out for his or her own drawer and at clos- 
ing time all moneys were lumped. 

After examination of his business this merchant 
was told that his method of taking care of cash was 
bad, but not to make any changes until the inventory 
was finished. In three days the job was done and 
showed to the surprise of everyone that the assets 
were $26,000 and the liabilities $8,000. The store was 
then systematized by opening a set of simplified ac- 
counting books, and one of the daughters was selected 
to be bookkeeper and cashier, she being responsible 
for all money coming in and was to use only one drawer 
for cash. 

Everyone selling goods had to carry a salesbook 
with them and write all the sales checks or bills for 


- each sale; on the sales check they were to write the 


style number of the shoe and the selling price. The 
cashier compared the shoe with the check before 
wrapping it up. The checks being in duplicate one 
was wrapped in the package for the customer, the 
other was filed on the wrapping desk. Each morning 
the checks of the day before were tabulated and first 
compared with the cash, then costs were tabulated to 
see the percentage of gross profit. 

After conducting his store in the newer and better 
way for six months, this merchant walked more erect 
and was no longer nervous. He learned how to talk 
banker’s language which is percentage; he is now mas- 
ter of his business instead of its slave, and his store 
is not for sale. 





A Department for Business 


One of the most encouraging features of the new 
administration at Washington is the desire to make 
the Department of Commerce something more than a 
statistical and report bureau—to make it a vehicle of 
good business by stimulation of domestic and foreign 
trade along practical lines of real effort. It is a pity 
that political plum-passing divorced the Interstate 
Commerce Commission and the Federal Trade Com- 
mission and several other important commissions 
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from what was originally the functioning of the De- 


partment of Commerce: There may be constructive 
action bringing these agencies of business back again 
in the fold. 

There is an eager desire on the part of all business 
men to give their affairs into the hands of Herbert 
Hoover for the American public has confidence in him. 
The country has had quite enough of the amateur 
with fancy ideas on business, especially the type of 
mind that goes into thrills over submarine lawnmowers 
for the cutting of kelp at a time when the business 
world was heroically doing its bit. 

There is balance and brains in the Department of 
Commerce, and the conference of business-paper 
editors last week with Herbert Hoover demonstrates 
the contact of the future between the department and 
practical business. The entire Cabinet is showing 
constructive progress. 


It has been said that if everyone connected with 
the handling of the commodities of the world mer- 
chandised their wares properly it would minimize 
the periods of business stagnation, such as we had 
lately, under the excuse of post-war period, recon- 
struction or consumers’ buying strikes. 

There are certain set rules for successful merchan- 
dising, one of which (and perhaps the main one) is 
to know the value of your stock at all times, i.e., the 
market, or replace value. ‘The only honest method of 
stockkeeping is on the replace value. Take a mark-up 
whenever things come your way, but be just as ready 
to take a mark-down when things go the other way. 

By constantly selling merchandise at the prices it 
will sell for quickly, rather than allow it to accumulate 
on the shelves, the entire business machinery will be 
kept revolving and will prevent the so-called hard 
times. Merchandise moved quickly naturally creates 
demand for labor, and when labor is well employed 
business is assuredly good. 


The Value of Knowledge 


“Economic conditions,” says the Department of the 
Interior Bureau of Education, “determines interna- 
tional relationships to a larger degree than ever be- 
fore. A knowledge of local, regional, national and in- 
ternational economic resources, broadly defined to in- 
clude labor transportation and capital as well as nat- 
ural resources, is becoming increasingly necessary 
whether one is directly engaged in any line of busi- 
ness or not. Without it intelligent merchandising is 
impossible. The margin of profit in both domestic and 
foreign trade may safely be assured with it. For this 
reason a course in reading on foreign trade will in- 
clude a liberal amount of commercial geography, eco- 
nomic and industrial history and international trade. 

The technique of foreign trade, skill in the actual 
transaction involved in merchandising, shipping and 
financing, should be strengthened by a understanding 
of the principles, of commerce, of transportation and 
banking; of motives that determine human conduct 
and social relationships; of governmental regulations 
and policies. Books on practical exporting, therefore, 
should -be supplemented with reading in economics, 
money and banking, transportation, commercial and 
international law, etc. 
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Is There to Be a Drive Against Retail Prices? 


Significance of Federal Trade Commission Report 
Can Be Neither Ignored nor Minimized ‘ 


(From Washinyton Bureau of BooT AND SHOE RECORDER) 


There is unmistakable evidence that all Government 
agencies have accepted without question the declara- 
tions of the Federal Trade Commission to the effect 
that the retailers’ failure to adjust their price lists to 
lower levels is deterrent to economic and business re- 
covery. The significance of this condition cannot ve 
easily minimized or ignored by progressive and enter- 
prising merchants throughout the country. Analysis 
of expressions of high Government officials in public 
and in private indicate quite strongly the extent of a 
decided belief that wholesale prices have fallen but 
retail prices have not declined proportionately. 

Ordinarily, the charges and insinuations of the Fed- 
eral Trade Commission may be easily discounted but 
in this instance they seem to have gained the support 
of the Administration in their campaign to reduce re- 
tailers’ prices. 

Watch the Cabinet, Too 

It is known that the Cabinet is seriously consid- 
ering the recommendations of the Commission and is 
discussing them minutely. In fairness to the Federal 
officials who have doubt as to the sincerity of the re- 
tailer in co-operative movements toward price reduc- 
tion, it must be said that they have made certain 
compensating allowances for overhead and mainte- 
nance charges which fall heavily upon the retailer be- 
fore condemning him. Basing their opinions on their 
own analysis of official price statistics and economic 
conditions, those officials who are unquestionably well 
informed as a rule, contend that the retailer is now 
making larger profits than has been possible hereto- 
fore when the wholesaler or manufacturer demanded 
higher prices. In other words, there is a strong feei- 
ing that the marked decline in wholesale prices is not 
reflected in the dealers’ price lists. 


Ultimate Effect on Business 


It is manifest that the Government is not particu- 
larly hostile to the retailer. On the contrary, they 
are unwilling to let the condition continue indefinitely 
because they fear the ultimate effect on business gen- 
erally. Government officials make no secret of the fact 
that danger lurks in existing conditions because “a 
buyers’ strike is again imminent.” 

Federal economists and legislators who claim to 
have the welfare of the people and industry at heart, 
insist that the maintenance of comparatively high re- 
tail prices in the face of sharp declines in wholesale 
and production costs must inevitably produce a detri 
mental effect when the public learns of the difference 
between manufacturers’ or jobbers’ quotations and 
dealers’ prices. 


The Government’s Figures on Decline 


In an analysis of wholesale prices in March, as pub- 
lished by the Bureau of Labor Statistics, there are 
signs of stabilization in wholesale prices. A digest of 
the reports received from representative markets of 
the country indicate a gradual cessation of general 





BOOT AND SHOE RECORDER 


price decline. However, in the group of cloths and 
clothing, a degree of from 3 per cent is noted in March 
as compared with the preceding month. The index 
numbers of wholesale prices of this group for March 
of last year and the past month show a decline of 46 
per cent, while farm products declined nearly 48 per 
cent. House furnishings slumped 161% per cent dur- 
ing the year. It is officially reported that all com- 
modities, taken in the aggregate, were nearly 36 per 
cent cheaper than in the corresponding month of last 
year. This statement applies only to wholesale prices 
for March. 

The Federal Reserve Board has discussed the prob- 
lems of the retailer, manufacturer and producer in 
conference with the officials of the twelve Reserve 
banks. It is understood that the question of lower dis- 
count rates was up for argument but the conclusion 
of the conference in this respect were not made public. 
There has been some talk about extending better 
credit terms to merchants and others but as the policy 
of the Federal Reserve Board is to allow each banker 
to pass upon the qualifications of the applicants, it is 
doubtful whether this lessening of restrictions will 
have any immediate effect upon credit conditions. 


Sales Tax Held Up 


It has been announced by Senate leaders that the 
hearings on the sales tax must wait upon the Emerg- 
ency Tariff. Hearings have begun on this measure 
and it is expected that the President’s signature will 
be affixed within ten days. The proposal for a sales 
tax has met strong opposition in the House where 
Congressman Mondell of Wyoming, the Republican 
Leader, has condemned it. He said: “There isn’t go- 
ing to be any sales tax. There will not be any for two 
reasons, first, sales tax under the American form of 
government cannot be justified save as a war emerg- 
ency measure, and second, for the reason that what 
the country needs and is demanding is a lifting and 
not a shifting of the tax burden, and therefore there 
must be no additional taxes.” 


Tremendous Opposition to Sales Tax 


This statement is of great importance to sales tax 
advocates because Congressman Mondell wields tre- 
mendous power in the House. He has said that addi- 
tional taxes will not be required and has suggested a 
lighter tax by refunding the public debt. The ma- 
jority leader has openly advocated the repeal of the 
excess-profits tax and other burdensome levies, which 
he regards as impediments to progress. He is con- 
fident that the salestax will not get through the House, 
though it has powerful friends in the Senate. 

Congressman Griffin of New York, has introduced a 
bill in which it is proposed to amend the Revenue Act 
of 1918 in regard to the computation.of surtax on in- 
come of individuals and the computation of war profits 
= the excess-profits tax on the income of corpora- 
ions. 
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Remarkable Progress Made by Vulcanized Footwear 


Canvas rubber-soled footwear offers the shoe mer- 
chant one of the best means he has of obtaining plus 
business. But there are several factors which must 
be taken into consideration when purchasing. The 
first is the progress which this type of footwear ap- 
parel has made. The second is the study of the pos- 
sible outlets for it in the community to be served 
which consequently govern the purchase of style and 
types. 

Canvas rubber-soled footwear has progressed in the 
last few years, probably more rapidly than any other 
piece of foot covering. Gone are the days when these 
shoes can be obtained only in the sneaker types. To- 
day, milady can trip out in her daintiest summer frock 
with trim, neat appearing canvas rubber-soled shoes 
to match. Her sport togs can be enhanced also with 
attractive leather trimmed welt construction oxfords, 
in distinct contrast to the old type with the foxing 
running up over the canvas and attaching the sole to 
the upper. In fact, now she may have a complete line 
of welt construction shoes built by the latest leather 
shoe-making methods to suit any style of costume she 
may desire. The men and children, too, have numer- 
ous. styles to choose from in this latest perfection of 
canvas footwear. 

From this phase, the next type to consider is the old 
construction with the foxing coming up on the upper. 
Here is a less expensive shoe, covering the varied re- 
quirements of men, women and children and at the 
same time embracing many style elements such as the 
latest attractive heels, patterns 
and other elements which one 


Gives You Opportunity to Build Business Now 








duck shoe which, with its strength, comfort and steel 
shanks to give the proper arch support, has found a 
responsive field among factory workers, farmers and 
hikers. 

In addition other specialties include bathing shoes, 
sandals for the kiddies and finally the “sneaker” or 
tennis shoes used everywhere on the tennis court, 
beaches, yachts, in canoes and other summer outdoor 
activities. 

From these styles any one can find a shoe in the can- 
vas rubber-soled line to satisfy his need. 

“But,” the retailer will say, “to put in such a line 
would mean duplicating my leather line and I can’t do 
. 

A Rubber Sole for Every Need 


He is right to a degree, but the line built to fit all 
needs does not mean that the retailer should stock 
every shoe. It is here that the second phase of the 
canvas footwear problem should be taken up—namely 
studying the possibilities in the community. One of 
our retailers, before ordering last season used the fol- 
lowing method and his excellent turnover makes his 
system worth while citing for the smaller town mer- 
chants. 

He divided his community demand into the follow- 
ing classes: 

1. Possible sport shoe prospects. 

2. Possible prospects for men, women and chil- 
dren on higher grade canvas shoes. 

3. Number of boys in school 
between ages of 10 to 16 





finds in the higher priced 
shoes. 


Leather Trimmings Increase 
Style Value 


Then comes a varied line of 
specialties. Foremost is the 
leather trimmed shoe for boys 
including that universally 
popular feature—suction holes 
in the sole. These are the ~ 
shoes that swept out of the 
gymnasium because’ of their 
sturdy wearing qualities and 
neat appearance until today 
they are the national summer 
shoe for boys in both work 
and play. 

Another type is the brown 








years. 
4. Number of men employed 
in small nearby factories. 
His order was guided by this 
analysis. The salesman work- 
ing with this retailer advised 
as to styles and types. A rep- 
resentative line was purchased. 
The season opened. The re- 
tailer, in the meanwhile, had 
written to the rubber company, 
from whom he had made his 
purchase, for co-operation and 
a campaign was planned. The 
opening gun was a letter to 
the people on his first list, 
which was easily obtained 
from the telephone directory. 
Next a letter was sent to all 
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the factory workers, this list being obtained from 
the superintendent of the factory after the project 
had been explained. 


Creating the Demand 


The first appeal was on style and appearance; the 
second on ease and comfort. Letters were timed to 
reach the recipient during the period that the rubber 
company’s advertisements first started to appear in 
the national publications over the country. Shortly 
after that the merchant himself came out with a series 
of smashing advertisements in his local paper. The 
first appealed to the women, on style; the second, to 
the men, on comfort; the third, to factory workers on 
ease, comfort and economy; the fourth, to parents on 
economy and the fifth to the boys themselves. He cor- 
raled the bulk of the canvas rubber-soled footwear 
business in his town and his turnover would have 
brought joy to any merchandise manager. 

“That is all right for the smaller town” the big city 
buyer will probably say, “but it doesn’t exactly fit 
me.” Perhaps not, but how about the general con- 
sumer demand for this type of footwear created by the 
wide advertising campaigns which have been run for 
years? Last season one rubber company referred 
twenty-six hundred consumer inquiries to department 
stores in one city alone. Individual advertising cam- 
paigns carried by any one department or shoe store 
in that city would have meant a good share of the con- 
sumers going to that store. 


He Sold the “Play-ground” Trade 


Again, last summer, a buyer in one of the large de- 
partment stores took the writer to his window. 

“Look out there,” he said, pointing to fifty or sixty 
boys playing about, 80 per cent of whom were wearing 
leather trim shoes. “My advertisements and one win- 
dow display did it.” 

Another shoe dealer pointed out a playground with 
pride, where he had corralled a profitable trade. 

Canvas rubber-soled footwear has come to stay. It 
has become as much a part of the nation’s summer 
dress as the straw hat. Some retailers, adopting an 
aggressive policy, are getting their share. Others are 
letting profits slide by. This field of footwear offers 
to the live retailer a real chance for plus business. 
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EXPECT. BIG ATTENDANCE AT 
ATLANTA CONVENTION 


Five Hundred or More Delegates Expected From 
Georgia, Florida and South Carolina 


The Convention of Southeastern Shoe Retailers’ As- 
sociation, to be held in Atlanta, Ga., June 7-8, will 
be one of the largest and most successful ever held by 
the association, according to plans laid by the organ- 
ization, headed by Charles P. Brady at a meeting held 
at headquarters recently. Preparations are now being 
carried out for the entertainment of some five hundred 
or more delegates from Georgia, Florida and South 
Carolina. The following Atlanta members have been 
appointed by the president to serve in the capacity of 
chairmen of the following mentioned committees: 

W. S. Byck, Program and Finance; Fred S. Stewart, 
Entertainment; A. Lamar Ray, Hotel Reservations; 
J. O. Steele, Transportation; Mose Strauss, Reception; 
Frank M. Stevens, Publicity. 

A meeting of the officers, directors and styles com- 
mittee was held in the offices of the association in 
Atlanta, Tuesday, April 12. Also a meeting of the 
chairmen of the various committees, where plans were 
discussed and made, and a general outline of the con- 
vention was given. 

The following are officers and directors of the South- 
eastern Shoe Retailers’ Association: Charles P. Brady 
of George Muse Clothing Company, Atlanta, president ; 
Nathan Simon of the Dannenberg Company, Macon, 
first vice-president; A. C. Nichols of the A. S. Nichols 
Company, Savannah, vice-president; R. R. Wilkinson 
of Cohen Bros., Jacksonville, vice-president; W. D. 
Lever, Jr., Lever, the Shoe Man, Columbia, vice-presi- 
dent; Emmette McRae, of the W. M. Oliver & Com- 
pany, Valdosta, executive secretary-treasurer. 

Board of Directors—Joseph Ehrlich, Albany; Tur- 
ner Jones, Turner Jones Shoe Company, Valdosta; 
Fred S. Stewart, Fred S. Stewart Company, Atlanta; 
W. L. Miller, Miller & Taylor, Columbus; J. O. Steel, 
All-American Shoe Store, Atlanta; M. A. O’Connor, 
Augusta; W. S. Byck, Byck Brothers & Company, 
Atlanta; J. W. Clisby, Clisby Shoe Company, Macon; 
Frank Stelling, Stelling & Nickerson, Augusta; W. B.. 
Fitzgerald, recording secretary. 








Selected from the line of Norman & Bennett, Boston 





Spikes or Suction Cups? 


Which Do You Prefer 
on Your Golf Shoes? 





Selected from the line of the Stetson Shoe Co., 
S. Weymouth, Mass. 
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Why Compare Country Hides with Finished Shoes? 


Here Are the Facts with Which Every Merchant 
Can Satisfy His Customers 


“An Iowa Farmer thinks the times are 
out of joint. He sold twenty-two calf 
skins at six cents a pound, bought a pair 
of shoes for twelve dollars and had a dol- 
lar and twenty cents left.” 


The above paragraph with various modifications 
has appeared in numerous newspapers throughout the 
country within the last few weeks. There is no way 
of verifying the authenticity of the story, but it is 
reasonable and we assume it is true. The inference 
drawn by the casual reader is that the farmer was 
“held up and shook out’”—that he was sand bagged 
both by the dealer who bought the calf skins from 
him and by the merchant who sold him the shoes. The 
farmer is pictured as being at the mercy of the junk 
dealer or butcher, to whom he sold the skins and who 
did not pay him a fair price; and then again by the 
shoe merchant who is represented as a rank profiteer. 

It is indeed unfortunate that the public at large 
does not know more about hides and leather and shoes. 


How the Hide Travels 


If they were more familiar with the route a hide or 
skin travels and the number of hands through which 
it passes; the various processes which it undergoes 
from the time it leaves the farm until it returns again 
in the form of finished shoes, gloves or harness and if 
they could get a vision of the labor costs involved in 
these various transactions there would be less com- 
plaint about the prices of these commodities. 

Then again, if the public could only visualize the 
enormous waste entailed through ignorance and negli- 
_ gence in the take off, salting and curing of hides and 
skins by farmers, ranchers, and small butchers there 


would be an entirely different attitude toward the sup- 
posed robberies to which farmers and ranchmen are 
subject. 

Hides a By-product 


All hides and skins which are coriverted into leather 
are the products of the farm and ranch, whether they 
are sold directly as such’or are disposed of on the 
backs of cattle which are later slaughtered by local 
butchers or city meat packers. It should be borne in 
mind that hides are a by-product and come into exist- 
ence as an article of commerce only as animals are 
killed for meat or as they die from natural causes or 
are killed by accident. 

Being a by-product, they are produced not in re- 
sponse to a demand for leather, but in response to a 
demand for food. This condition is a big factor in 
regulating the price of hides and skins. 


Trees Do Not Have to Be Cut 


If there is a surplus of lumber on the market be- 
cause there is no building in progress, trees do not 
have to be cut to produce lumber; but no matter how 
large a supply of hides there is on the market and 
how small a demand there is for shoes, harness, or 
other articles made from leather, it is necessary still 
to produce hides in order to insure an adequate sup- 
ply of meat. 

On the other hand if there is a big demand for 
building material, more trees can be cut down and con- 
verted into lumber in order to meet this demand, but 
no matter how great the demand for shoes or leather, 
hides are produced only in response to the demand for 
meat and not to replenish the supply of leather. 

Lumber properly piled and protected from the 
weather can be held indefinitely and does not deteri- 
orate in quality; but hides are perishable and must be 
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properly cured and salted and, at that, can be held only 
a limited length of time. 


Packer Hides and Country Hides 


In current market quotations hides and skins are 
listed under two general heads—‘“Packer hides” and 
“Country hides.” 

There is of course no difference in the value or 
quality of the hide of an animal killed on a farm in 
Iowa or killed in a packing house in Chicago. There 
is often a vast difference in the value of the hide when 
it reaches the tanner because of the manner in which 
it is taken off and the method employed in curing and 
salting it. 

The term, “Packer hides” is used to designate hides 
and skins taken off in establishments where the 
slaughtering is of a wholesale character and where 
men usually are employed exclusively for the purpose 
of removing hides. The term “Packer hides” applies 
not only to the hides taken off by the big packing 
houses of Chicago and other cities but as well to 
smaller establishments who take off hides in a whole- 
sale way. 


The Careful Take-Off 


In the larger plants a hide is not taken off by one 
individual laborer but the work is so divided that the 
carcass passes from one man or group of men to an- 
other, each performing a particular part of the work. 
In this way these men become very proficient and a 
hide is seldom damaged in the take off. After being 
taken off, the hides are assorted as to weight and 
quality, are cured, salted and piled accordingly. The 
result is a product of practically uniform selection 
with few imperfections, making possible a maximum 
yield of leather of good quality. 

The term “Country Hides” is applied to hides and 
skins taken off by farmers, ranchmen and local butch- 
ers, who as a general rule, are inexperienced in skin- 
ning. Inexperience and lack of proper facilities and 
tools militate against the quality of hides thus taken 
off. 

These hides, besides being badly scored and cut, are 
usually blood stained and dirty. Blotches of flesh are 
often left on them which are apt to putrify and spoil 
the hides. Improper salting and curing result in fur- 
ther losses of the country take-off. Country hides and 
skins make up from one-third to one-half of all the 
hides and skins produced in this country, but in 
leather production the proportion is very far below 
that represented by the raw product. 


The Long Route of Country Hides 


The ultimate goal of all hides whether taken off by 
the farmer in Iowa or the packer in Chicago is the 
tannery. When the hides leave the tannery they are 
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Diagram A 






no longer hides or skins but have undergone a chem- 
ical change which has converted them into what we 
call leather. Before the country hide taken off by the 
farmer comes back to him in the shape of harness, 
gloves or shoes, it has traveled a more or less varied 
and circuitous route and has undérgone many changes. 

Each tannery as a rule specializes in a certain kind 
of leather and consequently uses only a small variety 
or different weights of raw skins, but he must have 
comparatively large quantities of the particular 
weights and grades which he uses. 

Farmers or country butchers, therefore, cannot sell 
the hides which they produce direct to the tanners. In 
fact, these hides must necessarily go through a num- 
ber of different hands and are sorted, graded and 
often re-salted before the tanner is interested in them. 
Diagram “A” shows the route which the usual coun- 
try hide travels from the time it leaves the farmer or 
rancher until it returns to him again in a pair of 
finished shoes. 


Route of the Packer Hide 


Diagram “B” shows the route traveled by a packer 
hide from the time it leaves the factory until it 
reaches the tanner. The route from the tanner back 
to the consumer would, of course, be the same in 
either instance. ’ 

When one stops to contemplate the various hands 
through which a hide taken off by the farmer in Iowa 
must pass before it again reaches him in a pair of 
shoes, then he stops to figure upon the labor costs in- 
volved in each of these transactions—the cost of trans- 
portation, the cost of converting the raw hide into fin- 
ished leather, the shrinkage of weight which it under- 
goes in this process, the cost of the various processes 
in the shoe factory, the cost of selling each time it 
changes hands in the raw and finished product, the 
cost of other materials that enter into the construc- 
tion besides the calf skin in the upper and heavy hide 
in the sole. 


Tell it to the Farmer 


Referring back to the original text it is very doubt- 
ful if more than one-half of the twenty-two calf skins 
sold by the Iowa farmer could be made into leather 
suitable for shoes because of the poor manner of take- 
off, the poor salting and curing. Such stories as this 
are misleading and tell only a half truth which is 
usually worse than a whole falsehood. 


WASHABLE KID PATENTED 
The Amalgamated Leather Co. of Wilmington, Del, 
announces that the process of manufacture in their 
White Washable Kid No. 81 and the article itself are 
patented. 
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The Women’s Department Is Where It Should Be—on the First Floor 
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A Pair of Shoes Sold Every 15 Seconds 


Service—one of the cardinal virtues of every suc- 
cessful retail business concern—is and always has 
been the watchword at the Marott Shoe Shop, In- 
dianapolis, generally regarded as one of the largest 
and best-equipped retail shoe establishments in the 
United States. 

Long ago George J. Marott, the owner, and Arthur 
G. Brown, general manager, found out that 
the store which renders the best and most 
efficient service is certain to win the greatest 
degree of confidence of the public. They 
realized, too, that there is no middle ground 
in the public mind as to what constitutes 
service. It either satisfies and is good, or 
fails to satisfy and is bad. When it is good 
the public expresses its approval through 
increased patronage and when it is bad it 
thunders its denunciation. 


Special Service Department 


To the end that the “to 
serve” idea might be more 
deeply instilled in the hearts 
and minds of each employee, 
a special service department 
was created. Samuel D. 
Kingsbury, advertising man- 
ager, is head of this de- 
partment, and it is largely 
through his efforts that the 
“better merchandising 
through better service” idea 
has been so strongly en- 










The Séven-Story Hlectric Sign in Action 


trenched throughout the establishment. 

Just to show what service has done for the Marott 
Shoe Shop, consider the statistics compiled from the 
firm’s books on Saturday, March 19—one week be- 
fore Easter. On that day a pair of shoes was sold 
every fifteen seconds—or four pairs a minute. That’s 
what service does, say the members of the Marott 

personnel. 


A Dollar for a Dollar 


“Our aim is to give a dollar’s worth of 
service for every dollar’s worth of goods we 
-sell,” said Mr. Brown. “A merchant may 
have the best-arranged store in the city, his 
prices may be just and fair, the quality of 
his goods may be of the highest and his 
salespeople may be efficient, but if he fails 
to render adequate service to his customers 
a great part of his efforts will be useless. 
Service is the only real 
means of -humanizing your 
business, and by service I 
mean the innumerable little 
courtesies that your custom- 
ers expect.” 

As a means of increasing 
its service to its customers 
the Marott store has recently 
added a new and distinct 
department —a department 
devoted exclusively to what 
shoe men refer to as the 
“little stuff.’ The entire 
fourth floor, except the chi- 
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ropody and manicuring departments, which occupy 
an enclosed space in the front part of the room, has 
been given over to-the new department,in charge 
of H. H. Young. All kinds of rubber footwear, house 
slippers, tennis, golf and baseball shoes, comfort 
shoes, spats and arch supports, which heretofore 
had been scattered throughout the departments on 
the other seven floors, have been rounded up and 
placed in this new section. 


That “Little Stuff’ Department 


“We want our customers to get just as much ser- 
vice when buying a pair of spats or a pair of rub- 
bers as they would if they were buying a $12 or $15 
pair of shoes,” said Mr. 
Kingsbury. ‘‘With spats, rub- 
bers, house slippers, etc., in- 
termingled with the higher 
priced footwear, the sales- 
people have a tendency to 
assume. an ‘I-should-worry’ 
attitude toward the prospec- 
tive customer in quest of 
that kind of merchandise, 
and as a result the service 
drops below standard. With 
these goods all in one special 
department and salespeople 
trained in the selling of that 
special line, the customer is 
assured of a much higher 
degree of service. And 
greater service, we firmly 
believe, means more cus- 
tomers.” 

The Marott store has a larger amount of window 
display space than any other shoe store in the city. 
Max Finley, display manager, who attends to all 
the displays, decorative features, backgrounds, signs 
and sHow cards, and who has won several prizes for 
attractive window trims, says that, in his opinion, 
the window display is the most essential part of 
store equipment, because it is really the stock in 
the window and the way it is arranged that fur- 
nishes the drawing power to attract the customer 
inside. 


Men’s Department on Second Floor 
The first floor of the Marott store is devoted ex- 





A Regular In-Stock Department—-The Receiving Room on 
the Fifth Floor 





General Offices—Second Floor 
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clusively to women’s footwear, hosiery and findings, 
and is in charge of F. M. Mundell. The second floor, 
with the exception of the space in front utilized by 
the information desk, telephone switchboard and the 
offices of Mr. Marott, Mr. Brown and L. H. Noble, 
auditor, is used for the men’s department and is 
in charge of Lawrence G. Cobler. The third floor, 
known as the juvenile department and presided over 
by H. G. Summers, is given over to footwear for 
boys, youths, girls, growing girls and infants. 

One of the outstanding features of the entire store 
is “Playland”—a special section in the children’s 
depargment designed and equipped for the amuse- 
ment of the juvenile customers. Mural decorations, 
with illustrations from fairy 
tales and other stories dear 
to childhood, have _ been 
placed on’ the walls of the 
department. The equipment 
includes swings, slides, 
swinging chairs, rocky 
horses and various toys and 
story-books. Many a wail is 
heard by the colored maid in 
charge of “Playland” when 
parents with limited shop- 
‘ping hours force the kiddies 
to cut short their time of 
play. 


Repair Shop and Shines 


The fifth floor, in charge 
of William A. Waterman, is 
the receiving room and the 
home of men’s and women’s 
surplus stock. The sixth floor, which houses the 
offices of Mr. Kingsbury and Mr. Finley, is equipped 
with an up-to-date shoe repairing department and a 
shoe-shining establishment for men and women. The 
seventh floor contains the rest-rooms and lockers for 
employees and a part of it is used for the storing of 
children’s surplus stock. A big bargain basement, 
containing many counters of special-priced men’s 
and women’s footwear, underlies the other seven 
floors. The bargain department, as it is known, ig 
in-charge of Joseph Marott, a brother of the pro- 
prietor. 

The store is exceptionally well lighted, both nat- 
urelly and artificially. 





Shoe Shining and Repair Devartment on the Sixth Floor 
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Here are officers and directors of the National Shoe Re- 
tailers’ Association, posed in the Congress Hotel, Chicago, 
where they met April 18 and chose that city as the site of 
the next big national convention. 

Standing, left to right—W. S. Byck, Atlanta; Mr. Robin- 
son, Kansas City, Chamber of Commerce; J. W. Bowman, 
Chicago Association of Commerce; J. J. Baird, Colum- 
bus; William Brelsford, Topeka, Kansas; Roy Stevens, 
Ottumwa, Iowa; J. E. Wilson, Detroit; A. H. Geuting, 
Philadelphia; Henry Hagan, Boston; W. W. Wilson, Bos- 
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ton; A. H. Rosenbach, Chicago; Percy Hart, New York, 
and T. C. Mirkil, Philadelphia: 

Seated, left to right—Victor Vaile, Kokomo, Indiana; J. 
J. Sensenbrenner, St. Louis; F. A. Foster, Chicago; 
John O’Connor, Chicago; Otto Hassel, Chicago; Presi- 
dent J. P. Orr, Cincinnati; C. K. Chisholm, Cleveland; 
Charles E. Williams, St. Louis; J. J. Slater, New York; 
Frank P. Meyer, Secretary-Treasurer, Danville, Ill.; R. H. 
Johnson, Denver, and Christian Luedebuhl, Pittsburgn. 
Chicago is an ideal convention city. 














San Francisco, April 25. 


Elaborate preparations are being completed by the 
California Retail Shoe Dealers’ Association for an at- 
tendance of five hundred delegates at the third an- 
nual convention to be held in San Francisco, June 14, 
15 and 16. 

The dominating theme of the conference will be the 
serious consideration of the problems facing the shoe 
industry at.this time. The objects of the convention 
are aptly stated by Max Sommer, chairman of. the 
convention, in the following bulletin which has been 
sent broadcast among the shoe dealers of California, 
Oregon, Washington, Idaho, Utah, Arizona and Nevada. 


Important Subjects to Be Discussed 


“Never in the industry of the retail shoe business 
has there been, so much uncertainty as to the future, 
never the need so great for a conference to solve the 
many questions of the day. 


Plans Maturing for California Convention 


“Sensing this need, the third annual convention of 
the California Retail Shoe Dealers’ Association will 
devote its sections strictly to business, and will seek 
the solution of problems confronting every retailer of 
shoes. 

“Among the questions are: 

“What styles will be the big sellers for the coming 
season—What to expect in price adjustments—How 
to hold the confidence of the public—More effective 
advertising—Increasing turnover and cutting down 
overhead — Scientific store management and _ sale 
methods—Financing a retail shoe business—and the 
proper display of footwear. 

Among those tentatively scheduled to make ad- 
dresses are Chester Herold of San Jose; H. C. Cap- 
well, William H. McCarthy, Charles E. Daly, Fred 
Nelson of San Francisco; Russel Werner of San Fran- 
cisco; Charles Stern, State Bank Commissioner, and 
Arthur D. Anderson, editor of the BooT AND SHOE 
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The Advertising of Shoe Stores Has Increased by 50 Per Cent Over the Space Used 
Last Year; and in Selection of Type and Illustration There Is a 
Decided Improvement 


No. 2023 = No, 2024 
Price, T5c. Price, 75c. 


No. 2025 
Price, 75c. 


Send check with or- 
der as these cuts are 
priced at minimum 
cost. 
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The Responsibility of Business to the Public 


“The State does not allow men to practise law or medicine 
without a license, but it allows any man who can secure 
the proper amount of capital or credit to enter upon a 
business venture which involves the future welfare 


To run an automobile requires a license, which im- 
plies that the one who holds the license has had a 
certain amount of education and experience. To run 
an engine and boiler plant of over a certain horse- 
power requires a license. To practise medicine, even 
the curing of animals, requires an examination and 
a license. To act as a public accountant, a clerk in 
a drug store, and many similar lines of work up to the 
practice of law all require examination and admission 
by license or otherwise, to each field of social service. 


In Control of the Welfare of Others 


When a man establishes a business and begins mak- 
ing or selling goods he is creating a large financial 
responsibility, as well as controlling to a certain de- 
gree the welfare and happiness of all whom he employs, 
and no minimum of education, or passing,of exami- 
nation, or securing a license is required. Is the re- 
sponsibility of such a man to society any less than the 
responsibility of the public accountant? 

Society protects itself against disaster, losses in 
health or resources, by requiring that those who serve 
it in responsible positions shall be educated so as to 
discharge their duties without loss to the welfare and 
happiness of the society that employs them. By gen- 
eral agreement, education for this purpose has come to 
include study that will broaden the mind, also that will 
give skill and knowledge of the kind needed for the 


discharge of the duties of the physician.. In the lower | 


and less responsible lines of activity the knowledge 
and skill is practically all that is demanded, but as we 
ascend toward the higher activities society has de- 
manded a larger amount of study to broaden and dis- 
cipline the mind in connection with the special study 
required to secure the necessary knowledge and skill. 
Is there any particular subject of study that society 
should require from those who enter business? If 
there is such a study, will it simply give the knowl- 
edge and skill, similar to that the public accountant re- 
quires, or will it serve also to broaden and discipline 
the mind? 
The Meaning of Real Education 


Ever since men began to be divided between the 
educated and the uneducated the world has been seek- 
ing for a subject of study that would combine the 
greatest possible mental discipline with the greatest 
possible utility. It has not always been clear to every- 
one that no man was educated unless he was of use; 
and even until to-day many have believed that man 
could be educated by simply training his mind to think 
clearly and discriminatingly. 


Will Shoe Clerks Be Licensed? 
Men realize that in matters as important as health, 


of thousands” 


By ALVAN T. SIMONDS 
President, Simonds Mfg. Co., Fitchburg, Mavs. 


education and justice only those should be allowed to 
guide who are properly prepared and are properly 
licensed by the community to do the werk for which 
they have prepared themselves. In most modern 
progressive communities a person is not allowed even 
to practise the curative treatment of animals unless 
he has secured a license. 

The search for a subject which will develop and 
strengthen the mind and at the same time by its study 
improve social conditions, and the plan of licensing 
of those who are to deal with matters of chief concern 
to society, naturally group themselves together. In 
the mind of anyone who gives considerable thought to 
present-day business conditions, they cannot be over- 
looked or forgotten. 

There has been no doubt for many generations that 
the study of law is of great disciplinary value and at 
the same time of great utility. This is equally true 
of the study of medicine and education. No one would 
question but that the study of weather conditions and 
changes to discover the laws underlying them and 
thereafter to predict what we might expect in the 
future has this double value. 


Happiness Depends Upon Economic Law 


Therefore, it is almost impossible to believe that 
men have not realized to a fuller extent that the wel- 
fare, and therefore the happiness of society, has de- 
pended on the working of so-called economic laws 
more, probably, than upon any other one factor. This 
applies to society in its broadest meaning, world s0- 
ciety. No country, no race, no individual is free from 
the effects of these laws. Millions are starving in the 
world in 1921 because of the inevitable working of 
economic law. 

The study of this law is as difficult and requires as 
much power of mind and as much fineness of discrim- 
ination as the study of philosophy or higher mathe- 
matics, and yet in its elements it is as simple as 
elementary arithmetic. The effect of economic law 
when violated or unobserved is even more serious than 
the blundering of an incompetent lawyer or physician 
or teacher. 

The state does not allow men to practise law or 
medicine without a license, but it allows any man 
who can secure the proper amount of capital or credit 
to enter upon a business venture involving not only 
himself and his future, but also the future welfare 
of thousands of others. When a company employing 
thirty thousand men and women fails because of poor 
management due to an ignorance of fundamental 
economic laws, something has happened that society 
should not allow. . 

No one would dream for a minute of embarking 
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upon a@ ship, the captain of which knew nothing about 
navigation; and no country would allow a giant ocean 
liner carrying thousands of passengers to sail the seas 
unless the captain, the man who directs its course, was 
thoroughly educated and had all the knowledge that 
would help him make a safe passage.‘ 


The Welfare of Business 


A great business enterprise bears a very close like- 
ness to a great ship at sea. The welfare of those on 
the ship is, to a large extent, determined by the skill 
and education of the captain and his assistants. If 
the ship meets stormy weather or unforeseen condi- 
tions, if accidents occur, the education and experience 
of those in charge must make it reasonably certain 
that the ship with its cargo and its passengers will 
come safely through. 


Those Who Disregard Economic Laws 


A great business carries the responsibility of the 
welfare and happiness of thousands of men, women 
and children in many homes. It seems almost criminal 
to allow such an organization to exist under the direc- 
tion of those who know little or nothing of the laws 
which make for its safety. The number of failures 
occurring annually proves that this is a real and con- 
stantly recurring danger. One hundred and twenty 
thousand corporations in the United States in 1917 
produced no profit. There were 1641 commercial 
failures in the United States in February, 1921, rep- 
resenting an indebtedness of over sixty million dollars. 

If we are looking for a subject of study simply for 
the purpose of education, one that will demand the 
greatest possible thinking power and at the same time 
result in the greatest utilitarian value, we can find it 
in economics. 

If we are going to protect society from the misfor- 
tune and misery that follows incompetence and igno- 
rance involving the affairs of others, then no man 
should be allowed to engage in business—at least, in 
business involving a capital larger than a certain fixed 
amount—without passing an examination and securing 
a license, as the doctor and the lawyer are now required 
to do. 

If the man who directs a business should have an 
education that fits him to direct it with intelligence, 
as the captain of a ship is required to have, or as 
the lawyer must have in order to practise law, what 
shall we say of those who make our laws? 


Who Makes Our Laws? 


Is it not a rather curious attitude on the part of 
the public that requires all those who are to practise 
law to go through a long term of study and to pass 
difficult examinations before they are admitted to the 
bar and at the same time will send to our Legislatures 
and to Congress to make laws men who have little or 
no knowledge of the great fundamental principles that 
underlie the prosperity of the country? Is not this a 
real danger? 

Everyone is familiar with the almost bankrupt con- 
dition of the street railway systems and of the steam 
railway systems in America, brought about by the 
making of laws by those who had little or no knowledge 
and appreciation of the force of the great economic 
laws that affect all of us. 

When a great’ part of the population of America 
seems to believe that all that is needed to make every- 
one happy and prosperous is to have Congress pass 
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laws making wages very high and all prices very low, 
and when these people are sending men to State Legis- 
latures and even to Congress with the intention of 
having them do this very thing, is it not time that 
some provision were made to be sure that those who 
are to make the laws should be properly educated? 


Fatigue of the Attention 


Senator Gore has admirably called attention to our 
foolishness in this matter by telling us that the Con- 
gressional School of Economics has before it a pro- 
gram which includes the repeal of the laws of gravita- 
tion, of the axioms of mathematics, and the establish- 
ment of perpetual motion. 

We have turned our attention so decisively and fully 
to the prohibition of acts and materials that possibly 
it is time to withdraw this attention before it becomes 
too thoroughly fatigued. Hypnotism, it is said, is 
nothing but a fatigue of the attention. It looks as if 
the American people, through this fatigue of attention 
had become hypnotized with the idea that by prohibit- 
ing hard drink and high prices and other undesirable 
things, the world can be made a very desirable place 
to live in. 

Let us break away from this hypnotic state and 
turn our attention for a while at least to insisting on 
certain things being done. And, among these, let us 
put foremost that our business men and our law- 
makers shall have studied and have a fairly good 
knowledge of the laws of economics which deal with 
the material things which satisfy human desires. 


The Study of Economics 


If in the education of our children our first aim 
should be to make them the right kind of men and 
women, and the second to fit them to be desirable citi- 
zens, and the third to so equip them that they can 
earn their own living by their knowledge and ability 
to use the tools that society needs; if we.want also 
that their minds shall be able to judge quickly and 
rightly, let us put into our public schools (beginning, 
perhaps, with the junior high school) the study of 
economics. This will certainly be as effective in de- 
veloping mental power and in utilitarian value as the 
study of the laws of health. 

If properly presented, it can be made intensely in- 
teresting, for children are chiefly interested in those 
things which affect life as they live it and are to 
live it outside of school. Béginning with the age of 
the junior high school, they “want to know” about 
business, about government and about the factors that 
make these good or bad. Our public school system cer- 
tainly has overlooked one of its great opportunities. 
Let us see to it that it does so no longer, for from 
these schools will come the business men and the law- 
makers of the future. 


How Society Can Protect Itself 


Should not society protect itself by allowing no one 
to establish a business affecting any large number of- 
people until he has proved by examination or certifica- 
tion by some accepted school that he is prepared to 
undertake this business without more than ordinary 
risk of misfortune to others, and therefore to society 
in general? 

Should not society insist that no one shall be allowed 
to participate in making the laws that govern such 
society unless he is properly educated and has proved 


in some way his fitness to grasp conditions to meet | 1. 


which the laws are being made? 
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Do You Make Your Windows Sell Shoes? | 


Ideas to Help You Create Novel Window Displays 


If your store is located in the downtown section or 
near a building where a large number of stenogra- 
phers are employed, you could frame a display which 
would be of especial appeal to the stenographers and 
which would also attract a lot of attention from other 
folks and arouse their interest. The way to do this 
would be to get a stenographer to write out some sen- 
tence in short hand and to then have a sign painter re- 
produce the short hand in a size big enough to take up 
nearly all the back part of your show window. The 
sentence might be something like this: 

“LONG WEARING BUSINESS SHOES OF FINE 
APPEARANCE AND LOW PRICES ARE OUR 
SPECIALTY.” 

Then in front of this short hand sentence the store 
might make a display of appropriate shoes. 

Of course all the stenographers who passed the 
store would be interested in deciphering the short 
hand and all the others who passed the store would 
wonder what the characters meant. And in this way 
the store would get an extra amount of attention for 
its show window at a minimum expenditure of time 
and money and effort. 


Instead of the Price Tag 


The price tag seems inevitable in most window 
displays. It has seemed as though there is no effective 
way of indicating the prices of shoes shown in a win- 
dow display without the use of tags attached to the 
shoes. And yet the prices of the shoes can be indi- 
cated without the use of tags. Here’s the way to do it: 

Have a sign painter put up a white background in 
the main show window. Then have him paint the 
various prices of your shoes on this background in 
different styles and colors of figures. Then from each 
price run a ribbon or string to a pair of shoes in the 
foreground of the window which are offered for sale 
at the price indicated. This would give a decidedly 
novel appearance to the window and would also suc- 
cessfully show the prices of the shoes without the use 
of price tags. 

Many folks would find it interesting to pick out the 
prices they wanted to pay “for shoes among the figures 
on the background and to then follow the ribbons from 
these prices to the shoes in the foreground. Or they 
would find it interesting to pick out the kind of shoes 
they wanted to purchase and to then follow the rib- 
bons from these shoes to the figures on the back- 
ground. 

Such a display would be pretty certain to get a lot 
of attention and to create a lot of talk, which, of 
course, would be a mighty good thing for the store. 


A Map for Sports 


Where are the tennis courts and baseball diamonds 
and other outdoor athletic fields in your city located? 
It would be interesting to have an outline map of the 
city prepared on which these fields were indicated and 
to then place this map at the rear of your main show 
window. Folks always find it interesting to look at 
maps and this sort of a map would be especially in- 


1 teresting. Then in the foreground of the window the 


store could have a display of tennis shoes, golf shoes, 
baseball shoes, shoes suitable for fishing and so on. 


Such a display of shoes would, of course, be especially 
appropriate in connection with the showing of a map 
of this character. 

In connection with the map and with the display of 
shoes the store might also use some window cards 
carrying strong messages urging folks to engage in 
outdoor sports during the fine weather. These mes- 
sages might quote prominent athletes of the city re- 
garding the benefits of outdoor athletics or might 
quote the director of the Y. M. C. A. gymnasium on 
the proposition and so on. Such a window would, un- 
doubtedly, attract a lot of attention from all the sports 
lovers in the city and it should, therefore, be instru- 








A Special Sign for 
Rainy or Near 
Rainy Days 


Put it outside your door 
and near the walk. It 
plants in the mind of the 
reader the thought that 
damp or wet feet are un- 
comfortable and possibly 
dangerous. It seems to 
suggest a pleasant, easy 
way to get foot protection 
without loss of time. 

It shows that you are 
alive to weather condi- 
tions and to the needs of 
the people at such times. 
That in itself is impres- 
sive and makes friends. 
Get one of those “Don’t 
Park Here” signs, paint 
out its keep moving mes- 
sage and paint on a happy 
slogan that invites one to 
stop and get whatever is 
needed 
































mental in making a large number of sales for the shoes 
on display. 

People are always interested in pictures of children 
and in things relating to children. So it would be a 
good stunt for the store to secure a lot of pictures of 
children and to place these pictures in the show win- 
dow together with a display of kiddies’ shoes. The 
pictures might show the children playing, walking to 
school and so on and the shoes themselves might be 
grouped according to the ages of the children for 
whom they were intended and also according to the 
character of the shoes, such as play shoes, dress shoes 
and so on. In connection with this sort of a display 
the store might stage a ‘Kiddies’ Week,” during 
which children’s shoes would be featured in the adver- 
tising issued by the store and during which the chil- 
dren’s shoes would be offered at reduced prices. 


Tell Folks About Your Business 


Folks always like to do business with stores that 
are alert and progressive and growing. Since this is 
the case it might be a good idea for the shoe store to 
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stage a window display every now and then in which 
it would graphically show how its business is growing 
from month to month and year to year. This might 
be done by means of charts on which the previous 
year’s business would be shown by a short line and on 
which the present year’s business would be shown by 
a long line. Or it might be done by means of shoes of 
different sizes, the larger shoe showing the present 
business and the smaller shoe showing the previous 
year’s business. The shoes used might be a man’s 
shoe and a baby’s shoe. All this sort of thing would 
jend a different sort of an interest to the show win- 
dow and would also convince people that the store was 
stepping right along, which, of course, would be a fine 
thing for the store’s reputation. And if the store has 
a reputation for making a big success of its business 
it is a certainty that it will secure more and more 
business all of the time. 


Your Best. Selling Styles 


What are the most popular line and kind of shoes 
sold by the store? 

It would be interesting to all present and prospec- 
tive customers: of the store to learn something about 
this phase of the store’s business. So if the store 
would stage a window display in which its best selling 
shoes were featured, the display would be sure to at- 
tract a lot of attention and would also be sure to boost 
the sales of that particular kind of shoes very appre- 
ciably, because folks always like to get the sort of 
shoes which are most stylish. 


The Progress of Styles 


And speaking of style, how are present styles of 
shoes different from those of other years? 

It would be interesting for the store to stage a dis- 
play in which some of its most stylish shoes were 
shown and in which the style points of these shoes 
were pointed out by means of diagrams. A compari- 
son might be made with shoes of former years and all 
folks who want to be well dressed might be urged to 










“Following 
in 
Father’s 
Footsteps” 





Soft toes in men's shoes iead’ naturally to. soft 

toes in boys’ shoes. A blucher pattern on a last 

modelled — the Munson Army last and made 
lag € Syrridge, Lynn, Mass. 
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[@ FRANKLIN SIMON & CO @ 


FIFTH AVENUE, 37th and 38h STS.. NEW YORK 











A STORE OF INDIVIDUAL SHOPS 


For Madame and Mademoiselle 


DIRECTOIRE TONGUE FOOTWEAR 


Echoes on Fifth —Avenue the Footsteps 
That Fall on the Rue de la Paix... .%. 


TONGUE ‘PUMPS TELL THE DIRECTOIRE 
“STORY, SPEAKING OF THEIR FRENCH 
ORIGIN WITH A PARISIAN ACCENT—BE- 
SPEAKING SUCCESS IN’ THE WORLD OF 
PASHION BY THEIR CHIC AND*CHARM— 
SUBSTANTIATING THE REPUTATION OF 
THE SHOE SHOP FOR LAUNCHING EACH 
NEW SUCCESS IN THE FASHIONS OF 
FOOTWEAR—ECHOING ON FIFTH AVENUE 
THE FOOTSTEPS THAT FALL ON THE 
RUE DE LA PAIX... ..... ore. d 


12. to 15. 


Custom Models in Twenty-five Different Leathers Speak of 
Footwear Fashions in Five Different Tongues 





Hand Turned Soles 
and French Heels 


WHITE OR BLACK 
AND WuiTe TONGUE 
Pumps 


BEIGE OR BROWN 
DiRECTOIRE TONGUE 
Pumps 


in one color. or in beige or GRAY DIRECTOIRE im Directowe models of white 
brown suede combined with TONGUE PUMPS kidskin, or combined with 
brown or tan_kidskin. in either all gray suede, or black patent leather 

gray suede combined with* 

black patent or dull leather DIRECTOIRE TONGUE 
EVENING SLIPPERS 

of Persian brocade that no 
longer merely follow the rest of 
the costume. but set the pace. 


‘Brack DirectoIRE 
TONGUE PUMPS 
of dullor patent kidskan.suede, _ DIRECTOIRE BUCKLES 
or satin with self bows.orwah OF RHINESTONES OR 

wut steel or yet beaded buckles, © CUT STEEL 8. to 20. 


Jn the Indirdual Shoe Shop One May Select Pumps, Evening Slppers, Boudow Slippers 
and Sports Footcear in Custom’Models for Immediate Wear 


. / 
FEMININE FOOTWEAR SHOP—Tiurd Phor we) if 


¥ W ccssseml vata &Co. - if 








come in the store at once and secure the stylish shoes 
carried by the institution. 


Get That Something Different Look 


Something different in the way of window displays 
always makes a hit with folks. So the store which 
stages novel displays every now and then is doing the 
sort of a thing that folks like and is boosting its busi- 
ness accordingly. 

See to it, therefore, that your store puts on some- 
thing different in the way of window displays every 
now and then. 


Window Displays Sell Lacers 
New York City Store Double Sales 


. A window display of shoe lacers at the store and 
repair shop of Beeman Bros. Shoe Co., New York 
City, has been a big factor in the increased sale of 
shoe lacers. This news has come to the attention of 
the Narrow Fabric Co. through Farrington Bros., 
one of the New York distributors of the Nufashond 
Shoe Lacers. 

John S. Farrington writes that he has received 
word from the firm of Beeman that the sale of lacers 
doubled and stayed doubled for four days after the 
display was put on; the sales then dropped off to 
an increase of about 60 per cent to 75 per cent and 
have held to about that figure right up to the pres- 
ent. The Beeman window had been dressed with 
Nufashond- goods for a-little over two weeks. . 
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Brooklyn Manufacturers Plan Shoe Style Show 


Big Event to Be Held in Hotel Commodore, New York City, 
in the Early Part of July 


NEw YorK, April 29. 


The Brooklyn Shoe Manufacturers’ Board of Trade 
will stage one of the most pretentious shoe style shows 
ever held on July 5, 6, 7, 8. The big event will take 
place in the east ball room of the Hotel Commodore, 
New York City. 

A 60-foot runway will extend to the center of the 
ballroom and on its glistening surface will be shown 
the most approved styles for fall. 


Twenty-five Movie Models 


These attractive styles will be displayed on 25 living 
models. Each of the exhibiting manufacturers will 
have his individual model, who will promenade up and 
down the runway to the strains of orchestral music. 
The 25 models are all star movie actresses who have 
been booked for this fashion show. The exhibiting 
firms will have on display, in two rooms of the Hotel 
Commodore, their entire line of fall samples. 


Committee in Charge 


Two orchestras will play continuously throughout 
the entire show, which will be held during the after- 
noons and evenings. Admission will be by mvitation 
only. These invitations will be issued from June 1-10. 

The committee in charge of this style show is com- 


posed of Louis C. Doremus, John Garside, George 
Miller, Emil Strassburger, Theodore Kramer and M. 
E. Tobias. 

The list of exhibitors is as follows: 

Algier Shoe Co., 125 Broadway, Brooklyn; George 
W. Baker Shoe Co., 343 Classon Avenue, Brooklyn; 
J. & T. Cousins, 373 DeKalb Avenue; John Cramer & 
Son, 199 Steuben Street, Brooklyn; D. H. Chandler 
Shoe Co., 166 Livingston Street, Brooklyn; Degen & 
Lipp, 183 Floyd Street, Brooklyn; Andrew Geller, 
240 Broadway, Brooklyn; A. Garside & Son, Webster 
Avenue, Long Island City; Griffin & White, DeKalb 
and Grand avenues, Brooklyn; Julius Grossman, Inc., 
372 DeKalb Avenue, Brooklyn; Wm. Henne & Co., 957 
Kent Avenue, Brooklyn; R. H. Hoskins & Co., 39 
Sixth Street, Long Island City; Kozak & McLaughlin, 
Fourteenth Street, Long Island City; J. J. Lattemann 
Shoe Co., St. Edwards Place, Brooklyn; Maetrich Eyre 
& Co., 242 Greene Avenue, Brooklyn; I. Miller & Son, 
1 Carleton Avenue, Brooklyn; Morse & Burt Co., Carl- 
ton Avenue, Brooklyn; Pincus & Tobias, 17 Lexington 
Avenue, Brooklyn; Dr. A. Posner, 151 Roebling Street, 
Brooklyn; Strassburger-Stiles, 99 Myrtle Avenue, 
Brooklyn; Horne Shoe Co., 145 Roebling Street, 
Brooklyn; Vogel Miller Shoe Co., 121 Fourth Avenue, 
Brooklyn, and Wichert & Gardiner, Atlantic Avenue, 
Brooklyn. 








RICHMOND TO HOLD STYLE SHOW 
“Twin State” Retail Merchants’ Association Will Be 
Formed at the Same Time 


RICHMOND, VA., April 26.—The Retail Shoe Mer- 
chants’ Association and the Richmond Association of 
Traveling Shoe Men are co-operating in arrangements 
for a style show to be held at Jefferson Hotel July 5 
to 8 inclusive. The style show will follow in a gen- 
eral way the same lines as the one held annually in 
Rochester and in Chicago. 

All the principal lines from the various shoe mar- 
kets of the country will be on display, and merchants 
of this section are looking forward to the event with 
a great deal of interest. 

T. A. Ostemkamp, secretary of the Richmond Asso- 
ciation of Traveling Shoe Salesmen, is taking the lead 
in perfecting the arrangements for the big meeting. 
Herman E. Boschen, president of the Retail Shoe 
Merchants’ Association, Richmond, is working with 
Mr. Ostemkamp. 

During the style show, merchants from Virginia 
and North Carolina will assemble and form a twin- 
State retail merchants’ association. 





FROM FOOT APPLIANCES TO FURNITURE 


Former Scholl Salesman to Develop Line of Fiber 
Furniture for Shoe Stores 


Chicago, April 24.—The same principles which have 
made Frank E. Rutledge successful as a salesman and 
a district sales manager of the Scholl Manufacturing 
Company will undoubtedly bring equally gratifying re- 
sults in the sale of fiber furniture, with which indus- 


try he has identified himself as president and general 
manager of the Anoka Fiber Furniture Company of 
Anoka, Minnesota. 

Mr. Rutledge has reorganized the furniture company 
of which he is the head and is preparing to devote a 
large part of the output of the plant to shoe store 
furniture. He has seen the need of a different type 
of shoe store furniture and has taken hold of the Anoka 
concern with the idea of developing a line that will 
be durable and attractive. 


CONDITIONS SHOW IMPROVEMENT 
Statistics Show Decrease in Unemployment in 

Michigan 
Lansing, Mich.—Decided improvement in the unem- 
ployment situation in Michigan is shown in the re- 
port of the State free employment bureaus for the 
month of March, as compiled by M. D. Kirby, chief as- 
sistant to the State Labor Commissioner. As com- 
pared with February, 1775 fewer men applied for work 
during the month and 319 more persons were placed 
in positions. Employers filed 704 more applications 
for employees during March than in February. The 
total figures for the two months show that 8860 males 
applied for work during February and only 7085 in 

March. 


ARMY SHOE DEMAND GROWS 


Washington, D. C.—It is entirely probable that the 
quartermaster of the War Department will open bids 
some time in June for from 250,000 to 500,000 pairs 
of regular army shoes. 
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Gentlemen, Shake Hands with Weaver S 
912 Sixteenth St. 
The Ariston we 
=aaeer oe. 
\ . ph RS 
Horne Shoe Nedcvan Shot nin ee >), 
For Men pelle at a wa Ea Cee 
Encouraged with th have had with oth specialized s 
—‘ lines, py worked pee Sienna thes ‘for ay We aoe | incorpo- pre pens stint 
wv) pemeg to — =e —— the qualities which our experience Shoes at $7 and $8. - 
2 Because it sh hi de jt 
De ee Mf om ore sn, 0 Bare made Bs grad so we haew NIEDERMAN 
fiinitely better shoe, and better value, than any ehoe we have been 930 Chestout Sircet 
able to find in manufacturers’ re; lines. i 39 S. 8th St. 
in an eee ere made for men who wear from 5 to 2 i a last. all 203 N. 8th St. 
—Second Floor, Men’s Store 
Joseph Horne Co. 
COMPLETE STORE FOR MEN AND BOYS 
fr 
Exclusive Novelties in Footwear 
All Reasonably Priced— 
Our Spring Models retlect"the latest style thoaghts 
“S et aed 7 ee Pee oe a soos 
avoy \ oy 
* WN extray it. 
~-a Benton Oxford | y ee ee : 7 
in dark brown calfskin New Arrival of Gray and Taube Suede 
SS Stab Pumps 
$ 1 0 Ia All the Latest New York Models 
$11.50, $12.50, $13.50 and- Up 
Sport Oxfords and Strap Pumps 
In White Buckskin, White Irish Lisen, Tan Russia Calf 
TrooltProthery $7.50, $8.00, $9.00, $10.00 and up t $15.00 
1020-22-24-26 Walnut | Foster Building 
j 912 Sixteenth St. 
























The courage to ask a proper price is noted in newspaper advertising. 
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A Shoe Is Known by the Lining It Has 


High Lights on Shoe “Interiors” Culled from a 
Meeting of the Boston Round Table 


Boston, April 22 

The subject of linings came up for a thorough study 
by the round-table group of the Boston Retail Shoe 
Salesmen’s Institute at its last meeting. The speakers 
‘were Charles C. Hoyt, president of Farnsworth, Hoyt 
& Co.; H. J. Dyer; in charge of the cotton goods de- 
partment, and Edward O’Connor, advertising man- 
ager. Samples of lining and a shoe were presented 
for demonstration, and the following facts were 
proved: 

That a strong, substantial lining adds from 10 to 
20 per cent to the length of shoe service, insures 
greater comfort to the wearer, prevents stockings from 
~wearing out as quickly as they otherwise would, helps 
‘the shoe to retain its original shape, reinforces the 
leather and seams and eases the wear on both seams 
.and leather. 


Strain at Heel and Toe 


It was brought out also that the points at which 
‘shoe are subjected to the most strain was at the toe 
and heel. A weak lining cannot resist the strain, and 
the wear of the shoe is lessened. A torn lining causes 
‘great discomfort to the wearer. A hole in toe or heel 
of a shoe lining is the greatest of all stocking de- 
sstroyers. 

Another point brought out was that some people 
were much harder on linings than others on account 
of having “sweaty” feet, and that a man with dry feet 
will often have as many as three soles to one pair of 
uppers. What often causes a shoe to wear at the heel 
is the tannic acid in the counter, combined with the 
acid in the foot. 

It was proved that, within certain limits, the more 
weight properly constructed cotton fabric has in warp 
cand filling, the more service is given by the shoe, and 
that such a fabric should be used in shoes that are 
‘made for hard service. One salesman brought out the 
fact that when he sold shoes in a mill town the cus- 
‘tomers were very particular about linings. These 
people know good fabrics, he said, and they judge the 


shoes by the linings. 
Great Strain on Linings 


Mr. Hoyt said in part: 

“There is no fabric that is used on a human body 
which is subjected to such keen and constant wear as 
the lining of a shoe. You send your underwear and 
hosiery back to the trenches for refreshing very fre- 
quently, but with shoe linings it is a different proposi- 
tion. The class of people who have plenty of money 
as a rule do not wear out shoes, but this class does not 
comprise more than. 5 per cent of the population. The 
rank and file wear shoes week after week and month 
after month until they are worn out, and these people 
need good, substantial linings. 

Some kinds of leather stretch one-third more than 
a good, solid piece of cotton. What kills leather is the 
acid of the foot and the constant. hinge movement of 
the foot in walking. The more of a buffer you can 
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put between the acid perspiration of your foot and 
the leather, the longer the shoe will last. 
The Importance of Keeping Shoes in Shape 


In the discussion which followed, Mr. Dwyer pointed 
out that shoes must be kept in shape as otherwise, 
no matter how good the fabric is trouble will develop. 
He illustrated this by referring to the under-inflation 
of an automobile tire even with the heaviest of long, 
staple cotton fabric, he pointed out, just as soon as a 
tire is allowed to go flat the cotton spreads until it 
overlaps and then breaks. The same is true of the 
lining in a shoe. 








Twin buckles hold the shield front and 
give a novelty touch to this white calf 
and patent combination 











STYLE FORUM HELD 


San Francisco, April 12.—An open forum on styles 
proved so fascinating that eighty retail merchants of 
San Francisco and their guest, James P. Orr, sat over 
the remains of a banquet till 1 a. m., on April 7, hear- 
ing and telling of fashions in footwear. 

Mr. Orr was en route from Pasadena, where he has 
been wintering, to Cincinnati. Members of the Retail 
Shoe Dealers’ Association, headed by their president, 
Al. Katschinski, entertained Mr. Orr at a banquet, held 
at Tait’s cafe, on the 7th. Mr. Katschinski was toast- 
master and welcomed the guest of honor, who aroused 
great enthusiasm by what he called “an account of my 
stewardship as President of the National Association.” 

The value of co-operation was the keynote of his 
speech, which included a brief summary of recent As- 
sociation activities. Mr. Katschinski helped to drive 
the co-operation idea home by telling of the work of 
the California Association, including the defeat of two 
legislative bills. S. Breyer, President of the San Fran- 
cisco Advertising Club) made a forceful address. 
There were entertainers, but the Open Forum on 


_styles proved more absorbing to the eighty retailers 
. present than did. dancing | or Singing. It was I a. m. 


when the Forum closed. 
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Cl CLosseratleae Ushes hal 
NK “TEd/- Shape Mgency. BS 


The great national “HOLD-SHAPE” advertising 
campaign which has been running in the Saturday 
Evening Post has brought “HOLD-SHAPE” Custom- 
ers to “HOLD-SHAPE” Dealers in numbers that has - 
surpassed all expectations :— 


"The Shoe that is “Tailored . 


has plunged itself into a popularity so great that sub- 
stitution is no longer possible. The vastly superior 
styling, quality, fit and workmanship of sparkling 
new “TAILORED” Novelties has built a steady, con- 
sistent demand. 

A glittering opportunity is 

offered a few more Dealers 

in un-allotted territory. 


THE ROBERT WISE COMPANY 


Successors to 
THE WISE, SHAW & FEDER COMPANY 
CINCINNATI 











COBBIES? 


All Ready! 
Will take orders for July 1st 


and later shipment. 


Write for Salesman. 
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Sterling Colt Sterling Kid 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 


Sterling : 
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. No. 26—Russia Calf New Wave Bal, Panel 
Stitched, Heavy Single Sole, “Prize” Last. 
Goodyear Wingfoot Rubber Heel 


Patent Colt Plain Toe Dancing Oxford, 


Cocoa Calf Lace Oxford, Pinked and Per- 
“Brighton” Last. 


forated, Heavy Single Sole, ‘‘Fells’’ Last. 


The entire Brennan line is constructed to meet fully the demand of 
well dressed men for quality, comfort, and appearance in their foot- 


wear. See our complete line of “SHOES FOR YOUNG MEN AND 
MEN WHO KEEP YOUNG” when in Boston or New York. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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<ul &S 
WORKERS UNION 
Union YstaMe 


Factory ry 


SPECIAL TO SHOE 
MANUFACTURERS 


With the abnormal conditions incidental to the World War shoe man- 
ufacturers doing business with the Boot and Shoe Workers’ Union, 
under the Union Stamp Agreement, were immune from attempts to 
take advantage of the manufacturers’ necessities to force increases in 
wages and shorter hours of labor beyond that to which they could prove 
: their right by argument or by arbitration. 














Now, that the World War is at an end (and as a result there is a marked 

depression in business), there are a few shoe manufacturers who are | 

inclined to take advantage of the necessities of the shoe workers and | 

force reductions in wages, title to which they cannot prove by argu- | 

ment, or secure a reduction through arbitration. | 
| 


attempts to reduce wages, by disregarding or cancelling their agree- 
ments would, if successful, be undoubtedly followed by reprisals when 
business improves. Shoe workers, who accept reductions in wages 
i because of the depression in business, do so with the mental reserva- 
| tion that when business is good the old wages will be restored with a | 
sufficient dividend to make up for the losses during dull times. Past 
history in the shoe trade verifies the above statements. Therefore, 
why not be Fair, respect agreements, and be assured that Future Con- 
ditions will be satisfactory. 


| 
| 
To those. manufacturers we wish to give a word of warning. Such 


— ---— 
7 


Affiliated with the Federation of Labor 
246 Summer St., Boston, Mass. 


Coxus Lovey, President CuHar.Es L. Bane, Secretary-Treasurer 








The Boot and Shoe Workers’ Union 
| 
| 
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SPECIALTIES 


144 DUANE STREET, 
NEW YORK CITY. — 


TWO MATCHLESS VALUES 


Style No. 400—Gray Buck Strap 
Pump, Imitation Ball Strap 13/8 

Leather Military Heel, Light 

Goodyear Welt. 

A, B, and C widths. 

$5.00 
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Style No. 406— 
Mahogany Calf Strap 
Pump, Imitation Ball 
Strap, 10/8 Leather Heel. 
Light Goodyear Welt, A, B, 
C and D widths. 

$5.50 
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Now Ready for at Once Shipment 


Three Real Business-Getting Hopkins & 
Ellis White Turn Novelties 


Here is a splendid opportunity to get ready for the big white shoe business. 
These three numbers are accepted styles that are in demand wherever good 
shoes are worn. Made by experienced H & E turn workmen, of the finest 
materials, they are sure to attract profitable trade. , 

















No. 125—wWhite ~ mal hyry Vincent One Strap, No. 10 No. 126—White Polar — Vincent One Stra No. 90 
Last, Full Louis Heel. D Mctétanevdasan Price $4.95 Last, Baby Louis Heel. AA Mantasconeesd Price $4.95 









































No. 128—wWhite Levor + Vincent One Strap, 10 
Last, Full Louis Heel. AA to ©.........006- Price Nge.30 




















Send for new catalog. Write today. 


Address all communications to factory in Haverhill 


HOPKINS & ELLIS 


‘ Haverhill, Mass. 
Boston Office 108 Lincoln Street 











Zz! “Every Shoe a Business Builder” —— 
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The White Shoe 


Fabric Exceptional 
It Is All in the Process 
BRIGHTEX and BEECHTEX are skillfully 


prepared against the usual causes of shoe fabric 
decomposition that there is no measure of compar- 
Pp p 


ison between them and other shoe cloths. 


Shoes made of either of these fabrics will never 


: shrink and lose their shape, or harden when subject 


to excessive cleaning. 


They make cool, sensible summer footwear. 


SEND FOR SAMPLES 





Examine and Test, You Will Be Convinced. 


J. EINSTEIN, Inc. 


9 Spruce Street, New York City 


Shoe Goods and Linings 


Boston ’ St. Louis Montreal, Can. Buenos Aires. Arg. 


BRIGHTEX andBEECHTEX | 
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RILEY’S White Shoes with Guaranteed Neolin Soles 


are proving big volume sellers for this season. They are ‘made in three styles: Sport Oxfords, Plain 
Oxfords, Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fill orders for delivery May 15th to June Ist. 


=m 1 








No. 2902—Women’s White Sea Island Can- No. 290:3—Women’s White Sea Island Can- No, 2911—Women’s White Sea Island Can- 
vas Oxford, guaranteed Neolin sole, 14-8 vas Sport Oxford, guaranteed Neolin sole, yas One-Strap Pump, 14-8 inch heel, guar- 
inch heel, 14-8 inch heel. Trimmed in patent, tan or anteed Neolin sole. 





white, 

EADING shoe stores are now finding these styles HESE are real shoes, and are made over our regular 
agg as soy by — , Tepeat lasts, having the same fitting qualities as our other 
orders. Here’s an example: One merchant’s orig- af 

inal order for 4,000 pairs has brought a repeat order for shoes. Each pair is made unbacked, Ghesefove we 
2,000 more pairs, while another original order for 2,200 on the feet. Your trade will want these shoes this Spring 
pairs brought a repeat order for 1,500 more pairs. and Summer. 


Prices Are Right—Wire or Write—Samples Sent on Request 


THE RILEY SHOE MFG CO. 7 Columbus, Ohio 

















OUR SALES PLAN- 


Enthusiastic sales plans are the 
life blood of any organization. 
They are the natural outcome of 
satisfactory surroundings. 






We have a new model factory, pleasant environ- 
ment, immediate prospects of doubling our daily 
output, and on top of all—a fine shoe for boys 
and girls; solid leather from box-toe to counter, 
and steel shod. 

Begin to watch now for new styles bearing the 


B&W anvil in the heel—our’ mark of real qual- 
ity and thorough workmanship. 


<> ~ BRENNAN & WHITE SHOE CO., Inc. 


High Grade Welts 





31-35 WILSEY ST. NEWARK, N. J. 
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See by trial how Mar- 
shall Shoe Merchandise 
can improve your sales 


and profits. 















No. 0728 


ute HALL 
M A R SH 


C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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Bring Your Family! 


A Business -Vacation in the 
Nations Playground~New England. 


JULY 


SUN MON TUE WED THU FRI SAT 
7% 











National Shoe and Leather 
Exposition and Style Show 


BOSTON 





For the good of your business you are planning to 
take in the Boston Style Show. Of course you are! 
Add your family’s vacation to the Show in one de- 
lightful, money-saving total. 


You know.the Exposition is the national industry’s 
official O. K. on materials and finished product. The 
Style Show—the official O. K. on advanced fashions. 
Boston—the heart of the nation’s finest vacation 
country. July—the ideal vacation month. 


Can you beat that combination? 


Come to historic Boston’s great, white beaches, wind- 
swept headlands, the green countryside stretching 
from her very doors and leading you by magnificent 
auto trails or railroads to the White and Berkshire 
Mountains or the wonderful summer world of Maine 
and Cape Cod. 


You can give your family this vacation setting while 
you attend the big Boston Style Show. Think it over! 


NATIONAL SHOE and LEATHER 


EXPOSITION and STYLE SHOW 
Mechénies Building 


BOSTON 
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One of Four! 


Novelty Styles in Brown 
on the Floor 






You need our catalog before you can order 
advantageously. 


Get our story on service from stock on novelty 
numbers. 


We are not forgetting the more staple numbers 
either. 


Be sure to see our catalog. 


WILLIAMS CLARK & CO. 


GOODYEAR WELTS EXCLUSIVELY 
Mass. 






Lynn, 


BOSTON OFFICE: 183 ESSEX ST. 
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AS USED BY AMERICAS SHOEMAKERS 


leather that has held the 
[favor of makers of distindive 
‘PP volwear * for over one lundred 


; ae 








MADE BY 
E. T. WRIGHT & CO., INC. 

ROCKLAND, MASS. 
OF§BLACK SHREWSBURY SCOTCH GRAIN No. 90. 


Other Distinctive Shoe Styles Will Be Shown from Week to Week 
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(EY LEATHER 
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GREEN &HIC 





SVaple eathersWhich Qre Unep | 
15 COLUMBIA STREET, Aor ong 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. -~---—---— 
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A NEW ONE—No. 18-65-14 
IN STOCK at $4.00 


No. 18-65-14—Russia Ball Strap, Lace Oxford, 
Sole Leather Heel Base, SPRING STEP Rubber 
Heel, Heavy High-grade Oak Innersole, High-grade 
Oak Outersole. Excellent durable material used 
throughout the shoe. It will not only give excellent 
service, but the workmanship is unusually " 
and it is one of the cleanest, most salable shoes 
we have ever made. In Stock: D-wide, 6-9, 6-9%. 
6-10; C-wide, 6-9, 6-9%, 6-10 ....Price $4.00 


The Oxfords shown 
the past two weeks at 
$4.50 were all closed 


out. 





SALESMEN WANTED 
Good territories open for live sales- 
men: North and South Dakota; lowa 
and Nebraska; Missouri; Washing- 
ton and Oregon; Tennessee and 
Alabama. 








Here’s a shoe that is in a class 
by itself as a saleswinner. More- 
over, it’s IN STOCK ready to 
SHIP AT ONCE. 


It has every feature that is de- 
manded by the critical style seeker 
today—color, ball strap, abun- 
dant perforations, QUALITY 
WORKMANSHIP THROUGH- 
OUT and last, but by no means 
least, a POPULAR PRICE. 


Your order will be shipped the 
day received. 

Here is an opportunity for 
sales—seize it. 


These shoes can be bought in 
CASE LOTS ONLY, 12 pairs to 
the case. We cannot break a 12- 
pair case under any circum- 
stances. Four runs of sizes——6-9, 
6-914, 6-10; specify which you 


wish. 





Pennington-Crowell Shoe Company 


Quality Manufacturers of 
Men’s Fine Welts 





Upon your next shoe order speci- 
fy SPRING STEP HEELS and 
rest assured that no delay will 
ensue because of the manufac- 
turers’ inability to obtain rubber 
heels promptly. SPRING STEPS 
have been stocked in such vol- 
ume as to guarantee immediate 
shipment of all orders for the 
coming season. 


MANCHESTER 
NEW HAMPSHIRE 





There is another phase to 
SPRING STEP SERVICE—the 
satisfaction they give the con- 
sumer. 

These heels wear like iron, but 
the comparison stops there for 
they are of perfect resiliency 
and in every other way measure 
up to the wearer’s most exact- 
ing demands. 


SPRING STEP Heels for Ultimate Service 
































ke 
. 
> 

>, 







TORUROROMOMOM Om 


AETTOTOTI 


X 


LEU BUR BOTORUTOROROMOROMUM OI 


o 






\BV@\1 (Oi ONE ON A\ TONS TONI ON 7A\11O\S10\17ON1 OVI /0\N10\10\ta\ 1/0. 


BOOT AND 


bs 
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ALL SHOE : ALL OUR 
RETAILERS 159 Duane St. ~~ ‘New York City FRIENDS 

~ " to come in and inspect our new home at : 

A n I nv ttation 159 Duane St., New York City : 


We take this occasion to thank all of our friends and customers sincerely for their 
unanimous support given us, and wish to state right now that we are not unmind- 
ful of the fact that without this support and help, our immense growth would not 
have been achieved, and while we do not usually talk about it, we always have had 
and will continue to have deep appreciation for this wonderful co-operation in 
helping to make the CRESCENT SHOE COMPANY an institution worthy of 


every retailer’s respect. 


CRESCENT SHOE CO. 


MANUFACTURERS AND JOBBERS OF 
WOMEN’S AND CHILDREN’S SHOES 


159 DUANE STREET 
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BLACK SATIN 
ONE STRAP 
SANDAL 





A limited amount now ready for im- 
mediate shipment. B and C wide. High 
and low full Louis wood covered heels. 


Harrison-Lockwood Co. 


Haverhill, Mass. 
Boston office; 141 Lincoln St. 
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NEW YORK, N. Y. 
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NOOO LOLOL OLDOLONG 
Re 
The “Walky-Walky”’ 
(Registered) 





lto 4 D Wide 
No Tip—No Box 
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No. 209. White Kid, 
$1.70 
No. 210. Tan Kid. 
1.60 
No. 211. Black Kid. 
$1.50 








AGL 











Infants’ flexible first-step turn. All num- 
bers shipped immediately with exception of 
209, which will be ready May 15th. Order 
these top-grade shoes NOW to catch the 

.. summer trade. 
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Samples will be sent on request. 


THE DONALD SHOE CO. 
239-41 N. 6th St. - - PHILADELPHIA 
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Canvas Footwear 
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LEISURE 
Vassar Oxford 


Class—Women’s 
Last— Vassar 
Width—A-D 

Size—1-8 


Price—$2.85 





BAYSIDE 
Suzanne Pump 


Misses’. Child’s 


Last 

structor structor 
Size 11-2 4-10% 
Width One One 
Price $1.00 $ 90 





LEISU 
Varcar Dump 








Class—Women’s 
Last—Vassar 
Width—A-D 

Size—1-8 
Price—$2.60 








LENOX 
Sport Oxford 
Class—Women’s 
Last—Comet 
Size—1-8 
_ Width—C 
Price—$1.80 
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KLAYKORT 


ATHLETIC , 


(Suction Sole ) 





7. 


Class Size Price 


Men’s Bal 6-12 $2.75 
* Bal 216-6 2.50 


. 
Youths’ Bal 11-2 2.25 
Women’s Bal 214-8 2.50 
Men's Ox 6-12 2.50 


Women’s Ox 214-8 2.25 
Regular Last, Width M-F 


Men’s 6-12 $2.35 
Boys’ 246-6 2.10 
Youths’ Ti-2 1.90 


Little Men’s 8-1014 1.70 
Women’s 2%-8. 2.10 
Regular Last, Width M-F 


i 












" SPORTSHU 
tes Rites Seat: Blae  Prie 
off 6-12.$2.15 Wom’s 236-8 $1.9 
21% ’ Misses” 11-2 1.65 
tg Youths’ ©<41-2°°1.70 Child’s 4-1016 1.45 
L. Men 840% 1.50 Reg. Last. Wid.MF 





GYMSHU 
(Suction Sole) 
Class Size Price 
Men's . 6-12 $3.15 
Boys’ 2%-6 2,90 
Regular Last, Width M-F 
































Ps le 
BLUCHER (Army Last) 
Class Width Size Piece: 
Meén’s E-EE 6-12 $2.50 
Boys’ One 2%-6 a 2.25 


BAL 


Class Last >. Width Size Price Class Last Width Size Price 
6-12. $2.50 Waortien’ D-EE 216-8 $2.40 


’s A E-EE - ie Opera 
Bae” Gee «2-4 2.25 Misses’ (spring iasly: degeustor One 11-2 1.90 
Youths’ “ One 11-2 2:00 Child's ef Instructor One 6-101 1.65 


CASCO Boys'Bal. BAYSIDE Bal. 


Bal Class Size Oxford = Bal Class. Size Oxford Bel Ones Sim Oxtort 


6:12 $1.55 $1.75 Women’s 2%-8 $1.0 $1.70 Men's 6-12 $1.18 $1.38 Women's 24-8 $1: “gi.2s- 
75 Women's 2 Boys’ 244-6 1.05 igs Nomen’ 2% 2 100 Lis” 


Oxford 


2%-6 145 1: -2 1.35 1.50 1. 
11-2 1.00 1.15 Child's 410% 0 108 


11-2 1.35 1,50 Child’s 8-10% 1,28 1.40. Youths’ 
































Class Laat Size Price 
Women’sOpera 21¢-8$1.40 





Last 
Size 11-2 4-10% Misses’ Op.,Inst. 11-2 1.25 
Price $1.30 $1.20 Cross- Strap Sandal One-Strap Pump Chablis Op ta — 














LENOX Bal. 








CRESCENT Pump Comet EDEN White Oxford 











R, = 


CASCO One Strap Pump 





SEAVIEW Bathing BAYSIDE Brown Barefoot Jandal 





FAIRMONT Bal. | |LENOXHouseJhoe One-Strap 














BAYSIDE One Jtrap Pump 








Write Us for Name of Nearest Distributer 


Hood Rubber Products Company 


| Watertown , Massachusetts 
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BEAUTIFUL COLORED SATINS 
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TGrrect Doag e& 


Stock No. X410—Finest 
Grade Dark Brown Satin 
Samaroff, 13/8 Baby Louis 
Heel. Price $6.15 
Carried at Boston, Newbury- 
port, Kansas City and 
Montgomery. 
Stock No. X427 — Tobacco 
Brown Satin Samaroff, 13/8 
Baby Louis Heel. Price $5.50 
Carried at Newburyport only. 


FOR ALL OCCASIONS 


IN STOCK 


Stock No. X428—Navy Blue 
Satin Samaroff, 13/8 Baby 
Louis Heel. Price 

Carried at Newburyport only. 
Stock No. X434—Finest 
Grade Grey Satin Samaroff, 
13/8 Baby Louis Heel. 

Price 

Carried at Newburyport only. 


Stock No. X421—Finest 

Grade Grey Satin Samaroff, 

16/8 Full Louis Heel. 

Price 

Carried at Boston and Kansas 
City only. 


Stock No. X422—Dark Brown 
Satin Samaroff, 16/8 Full 
Louis Heel. Price 


Carried at Kansas City only. 


Nathan D. Dodge Shoe Co. 


MONTGOMERY, ALA. 
Depot at 223 First National 
Bank Building. 


Newburyport, Mass. 


STOCK DEPOTS 


H. N. Wheeler, Manager. ager. 


KANSAS CITY, M 
Depot at 215 Sheidley Build- 


ing. H. W. Drake, Manager. 


NEW YORK 
Byron W. Woodbury 
751 Marbridge Bldg. 


MANILA, P. I. 
J. Rosenthal 
La Campagna Bldg., Rizal Ave. 


oO. 


SALES OFFICES 
PHILADELPHIA, PA. 


oseph aw 
600 Denckla Bldg. 


MEXICO CITY 
Fred Fuhrman 


Hotel Regis 


BOSTON, MASS. 
Depot at 179 Lincoln Street. 
Raymond A. 


Gillette, Man- 


SAN FRANCISCO, CAL. 
Depot at 770 Mission Street. 
Solly Schweitzer, Manager. 


CHICAGO 
M. C. Oberdorfer 
189 W. Madison St. 
609 Security Bldg. 


TORONTO, P. O., CANADA 
Bert Grosskurth 
163 Yonge St., Room 7. 


Havana, Cuba—L. Tristani, Care Consolidated Steel Corp., Royal Bank of Canada Bldg. 


All goods sold F.O.B. Shipping Point. Terms, net 30 days. 2 pairs or less, 25 cents a pair extra, 


Prices and Deliveries Not Guaranteed 
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FOR MEN 


A POPULAR STYLE AT A 
: POPULAR 
PRICE. 


$ 590 
























RUSSIA CALF 


IN STOCK 
MAY 10 

















Trostel’s Calf, Ball Strap Oxford, Brass 
Eyelets, 13 Iron Edge, Oak Bend Out- 
sole, Wingfoot Flange Heel. Widths 
A-B-C-D. Very pretty oxford. 100% 
fitter. 


WESTERN QUALITY.** EASTERN STYLE 
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MARION 


SHOE COMPANY 


Creators of Snappy Styles for Snappy Men 
MARION, IND. 


WESTERN QUALITY and EASTERN STYLE 
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FALL GOODS’ SALES FINE 


W. L. Douglas Sales Report Future 
Delivery Business Better 


Shee*travelers for the W. L. Doug- 
las Company are rolling up a goodly 
amount of fall business. Treasurer 
H. L. Tinkham says that salesmen’s 
reports on fall goods sales are the 
best in many months. “During the 
last two weeks,” said Mr. Tinkham, 
“orders for shoes for the fall trade 
and to be produced after July 1 in the 
several factories of the company, have 
been coming in in far better volume 
than at any time for a number of 
months. The situation as to the vols 
ume of production of fall goods looks 
good to me.” 

This is one of the most important 
statements as to business expectations 
in the shoe industry of the Brockton 
and South Shore shoe district’ since 
the salesmen of the various manufac- 
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turers started out on their trips sev- 
eral weeks ago with fall and winter 
samples for goods to be made during 
the later summer .and early fall. In 
the shoe world it is a very important 
direct statement bearing on future 
delivery business and the volume of 
employment during the summer 
months. 


MERCHANTS SEEKING 
NOVELTIES 
Says John W. Smith with E. T. Gilbert 
Mfg. Co. 


“Retail shoe merchants are looking 
for novelties this year. Due to this 
fact, business is above the ordinary 
for goodness, and slow numbers are 
being moved,” says John W. Smith, 
who travels for the E. T. Gilbert Mfg. 
Co. of Rochester, N. Y. (makers of 
Gilco specialties), in Pennsylvania 
New Jersey, New York and New Eng- 
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land. Mr. Smith also says that the 
man who really goes after the busi- 
ness this year gets it. As John W. 
is a.man of wide experience in the 
shoe findings and shoe store supplies 
business, he is certainly talking from 
a knowledge of conditions. 


MERCHANTS MORE OPTIMISTIC 


Says O. R. Brundage, Who Travels 
for Irving Drew Co. 


O. R. Brundage, who is now making 
his thirty-third successive trip for 
The Irving Drew Co., Portsmouth, 
Ohio, says that he considers the RE- 
CORDER part of his regular equipment. 
He has recently renewed his subscrip- 
tion for three- years at both his shoe 
departments—O. R. Brundage’s at 
Sioux Falls, South Dakota, and J. F. 
Gillespie & Co. at Mankato, Minn. 
He continues— 

“IT am glad to report a splendid busi- 











(Photo by White’s Studio) 


JOHN R. MALLOY 


Now on the road with the E. G. & E. 
Wallace Shoe Co. line. The entire 
country is his territory 


WILLIAM SOBEL 
With the Bleecker Shoe Co. 


(Photo by White’s Studio) 


LAURENCE P. DUFFY 


Who left on his country-wide trip 
April 15 to sell the H. G. & E. Wallace 
Shoe Co.’s line to the retail trade 
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Sample 1105 — Cadet Last — 

Gallun’s No.4 Norwegian Calf 

Bal.—10 Iron Selected Oak Bot- 

tom—6 Iron Oak Solid Innersole 

_ x Twill Lining—Wingfoot 
eel. 











Prepare Today for Your 
Fall Requirements 





Shoe Material Markets Are To- 
day So Stabilized That No Mis- 
take Can Be Made Through 
Again Joining Hands With Us. 





Our new Fall Line of solid values—rightly priced is now nine 
shown by our factory representatives. 


We have for the Volume Retail Operator a merchandising plan 
that offers shoes of Real Style—Real Quality of Workmanship— 
constructed from none other than the leading lines of upper and 
sole leather and Al materials,—at prices which very prof- 


itably place high grade calf and kid shoes on the feet of the shoe . 


wearing public 


at Right Retail Prices $6.00 to $7.00 





Wise Merchandisers Will Not Delay 

Their Fall Buying. We Were Obliged 

to Decline Much Easter Business Be- 
cause of Last Minute Ordering. 


MILFORD SHOE COMPANY 
MILFORD, MASS. 
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Photograph taken at recent. banquet of Brown Shoe Company salesmen, held in the Statler Hotel, St. Louis 








ness. Retailers are more optimistic 
than last season or a year ago and 
most of them report an increase in 
sales in dollars over 1920, which also 
means more pairs, and to their sur- 
prise shoes don’t have to be of the 
cheap grades and prices. People are 
willing to buy style shoes at fairly 
good prices—$7.50 to $12.50 being the 
best sellers. And everything is sell- 
ing out in my section of the country 
that is selling in the East. Both my 
shoe departments—O. R. Brundage 
at Sioux Falls and at J. F. Gillespie, 
Mankato, Minn., are showing big 
gains over 1920.” 


“THE BIG BUGS” 


Of the McElroy-Sloan Shoe Co. for 
the Week of April 10 


We are printing herewith a list of 
the “Big Bugs” of the McElroy-Sloan 
Shoe Co. and their sales records, with 
a little talk about “The Big Four.” 
The “Big Bugs” are listed as follows: 
1, W. B. Yater, $49,548.55; 2, J. P. 
McElrath, $16,052.20; 3, Arch Jen- 
nings, $12,938.10; 4, J. C. Espie, $12,- 
101.93; 5, T. Crowder, $11,194.85; 6, 
James Spencer, $9,893.95; 7, M. T. 
Coleman, $9,122.00; 8, J. Zimmer, 
$8,199.30; 9, J. C. Adams, $6,107.10; 
10, S. J. Webb, $6,066.10. 


Lee with Lape & Adler 
Paul J. Lee covers North and South 
Carolina, Georgia, and Florida, with 
the Lape & Adler Co. line. Mr. Lee 
writes—“The Lape & Adler Co.’s line, 
to my mind, is one of the greatest of 
popular priced women’s shoes made 


in America. It is readily meeting 
with the reception such a line de- 
serves. I am a regular reader of the 
RECORDER and assure you that I 
greatly enjoy same, especially the 
news about the boys on the road.” 


Federal Arch Lift Man Off on Trip 

Walter M. Ludwig, general sales 
manager of the Federal Arch Lift 
Manufacturing Company of Boston, 


W. M. LUDWIG 


has left on a second extended trip 
throughout the smaller cities of New 
England and New York State. 

Mr. Ludwig has met with splendid 


success in introducing the Arch Lift 
to shoe merchants. His plans include 
a finishing up stay of two weeks in 
New York City and vicinity. 


Making an Extended Western Trip 


Roger Sherman, Jr., of Kimball 
& Sherman Co., is making a six 
weeks’ trip which will take him across 
the Continent. He goes out via Chi- 
cago and the northern route to the 
Pacific Coast, thence to southern 
California, returning East via Salt 
Lake City and other points. This is 
Mr. Sherman’s first visit to the Far 
West, although the concern of which 
he is a member has numerous cus- 
tomers in that territory. He takes 
with him all the latest Kimball & 
Sherman novelties in women’s turn 
footwear. Mr. Sherman’s trip is for 
the purpose of getting in personal 
touch with the Far Western trade. 





News of Shoe Travelers 
Continued on Page 75 











New Slipper Company Starts 


S. Bernfeld and J. Pellinger, for- 
merly with the Federal Slipper Co., 
have started in the manufacture of 
felt slippers and will be known as the 
International Footwear Co., with fac- 
tory and offices at 65 W. Houston 
Street, New York City. Mr. Bern- 
feld is an experienced felt slipper 
man, having been one of the first man- 
ufacturers in New York City. He 
has been connected with one of the 
well known lines. 
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WHITE and BLACK SPORTS. ° 


These Combinations Show. ‘the Prevailing 
Style Trend for Early Summer ~ 





No. 167—Price $6.00 


LEVOR WHITE KID 


Two Strap 
Black Kid Trim, Imitation Tip 
Full Covered, Baby Louis Heel 
Welt Broadway Last 
AA4to8 A3to8 B3to8 C2408 





No. 123—Price $5.00 


PETERS WHITE REIGNSKIN 
OXFORD 
Black Kid Tip, Saddle Strap and 
Back Stay 13/8 Cuban Heel 
Broadway Last, Goodyear Welt 
AA 44% to 8, A4%t0 8, B34 08 
Cand D 244 to 8 


Every ‘indieation points to 
one of the biggest white sea- 
sons ever known. We advise 
you to order now; that you 
may have the goods when 


wanted. 


Ready for May delivery 





No. 775—Price $3.75 


WHITE CANVAS OXFORD 
Patent Tip 
Front Stay and. Back: Stay 
White Rinex Sole, Rubber* Heéel- 
Hackney Last Goodyear Welt 


No. 776—Same only with 
Tan Calf Trim 
A4%to8, B34%to 8, CandD2%t08 





No. 768—Price $4.50 


PETERS WHITE REIGNSKIN 
Two Strap, Black Kid Straps and Tip 
Broadway Last, Welt 
13/8 Cuban Heel 
AA4to8 AandB3to8 

Cand D 2% to8 : 





No. 121—Price $4.00 


PETERS WHITE REIGNSKIN 
OXFORD 
Cord Tip and Stay, 13/8 Enameled Heel 
Broadway Last, Goodyear Welt 
AA 4¥, to 8, A4%t0 8, B3%t08 
Cand D 244 to 8 


‘Thomson Crooker Shoe Co. 


BOSTON—18 Station St.—MASS. 
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With Low Footwear 
the Boot Top Prevails 


An interesting development of the boot top 
is the creation by the Tweedie Boot Top Com- 
pany of St. Louis of a form of boot top hav- 
ing a band that goes beneath the shank fast- 
ened with a button. This feature makes the 
boot top semi-detachable. This permits of 
lifting the vamp of the boot top so that shoes 
can be shined without taking the boot top off 
completely. 








Another creation of this concern is the 
Tweedie Pattee, a 12-in. glove fitted button 
and lace combination.* This type of boot top 
is for sports and outdoor wear, for golfing, 
coasting, skating, hiking and mountain climb- 
ing. The lacings on the front of the top per- 
mit adjustment, and once adjusted the only 
operation necessary is buttoning. 


For skating purposes a strap attached is 
passed through a metal ring underneath the 
shank and acts as a support for the skate, or 
for any foot strain the strap Pattee will be 
found practical and restful. Already the Pat- 
tee is in demand in girls’ camps all over the 


country. 














BAUMANN AN ENTHUSIAST 
Now on the Road with Helming- 
McKenzie Line 
J. E. Baumann, Division Manager, 
with headquarters in Chicago, has 
been traveling for the Helming-Mc- 


J, E. BAUMANN i 
Division Manager for the Helming- 
McKenzie Shoe Company 


Kenzie Shoe Company, for quite a 
number of years. Mr. Baumann is 
now on the road with the H. & M. 
line of samples and advises that his 
line this season is the snappiest and 








rl PAUL J. LEE 
Travels for the Lape & Adler Co. 


The chap standing in the surf (and 
by the way, this is the surf at Miami 
Beach, Florida) is “Teddy” Gutwein, 
Ohio representative of the Weyenberg 
Shoe Manufacturing Company. 

















oe 


i 
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COMFORT 
SLIPPERS 


They fit well, wear well, look well. Each 
of your customers should have a pair for 
home wear. 


IN STOCK 
ALWAYS 
2%—8 

$1.85 

Net 














Genuine Glazed Kid 
Comfort Strap Slippers 
with Leather Insoles 
= and Rubber Heel 


Write or Wire for Samples 


WOBST SHOE CO. 


“ ir” 1 h ¥ ‘ . 
Sell cach of jot WOBST'S COMFORT SLIPPERS. 411-21 Vliet St. Milwaukee, Wis. 

















wlman 


SPECIAL 
Grade 












EXCLUDE 
WELTS FOR MEN 
AND WOMEN 











WHITMAN & KEITH CO. 


BROCKTON(CAMPELLO STA)MASS.USA. 





























THE SHOES FEATURED HERE ARE MADE 
FROM BLUMENTHAL’S WHITE WASHABLE ° 
~ KID, TOP GRADE Wi 


oe 
No. 2187 . ; y 
White Kid n ; a4 White Kid 
Junior Louis : ; : Junior Louis 
Covered Heel ” Covered Heel 
$7.00 


$7.00 J 
AA to C AA to C 


IN STOCK 
FOR 
IMMEDIATE 
DELIVERY 


2170—White Kid 2172—White Kid 
Full Louis . Full Louis 
2171—White Kid . 2173—White Kid 
Junior Louis ine 3 Junior Louis 
AA to C AA to C 
Two Straps One Strap 
$7.00 $7.00 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO. FOURTH STREET +: + PHILADELPHIA 


| DO YOU KNOW THAT 
THIS IS TO BE THE LARGEST 





8) 








WHITE SEASON ON RECORD 
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Creating a New Demand 


Keds will be advertised this summer in the 
Ladies’ Home Journal, McCall’s, Pictorial Re- 
view and the other most important women’s 
magazines. Every advertisement features this 
fact: 


“All canvas rubber-soled shoes are not Keds. 
_Keds are made only by the United States Rubber 
Company. Look for the name Keds on the shoe.” 


Be prepared for this new demand by having the 
correct styles and sizes of Keds for women. 


United States Rubber Company 
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Always speci 


SPRING-STEP | 
seep worn 
when ordering | 
leather shoes- 


THEY WEAR LONGER | 
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Canvas Footwear Products 


Good Dealer Selling Season—A National Consumer Demand 


Judging from all sources of infor- 
mation and from all indications that 
we have been able to study, prospects 
are very good for the spring and sum- 
mer for a good dealer selling season 
on canvas. 

There is a very strong consumer- 
jemand being felt over the country 
for canvas footwear. This demand 
was first noticeable in the South, 
where the season is easily a month 
in advance of the more northern sec- 
tions. At the present time, the de- 
mand for canvas footwear is heaviest 
on the lower priced-grades of standard 
make. This demand has been so 
strong that at the present time there 
is a shortage in bals of this class of 
goods, and while the demand for ox- 
fords has not been strong as yet, un- 
doubtedly the absorption of bals will 
cause a demand later for oxfords. 


Utility Canvas Footwear 


There has been a slight increase in 
demand for the better grades and 
undoubtedly later in the season the 
demand for these goods, particularly 
in suction-sole and trimmed lines, 
will be good. From the farming sec- 
tions and also from industrial sec- 
tions indications point to a good bus- 
iness on utility canvas footwear— 
that is, the steam-pressure cure, 
brown, heel lines. The workers in 
these sections have found that they 
get exceptionally good wear at a mod- 
erate cost from this type of canvas 
footwear. The demand has been good 
each season on this shoe, and it is be- 
ing received by the consumer with in- 
creased popularity each season. 


Good Liquidation Opportunity. 


Every retailer will undoubtedly 
handle his sales on canvas footwear 
for the present season with an eye to 
cleaning up his stock and there never 
was a better opportunity for the 
proper liquidation of canvas footwear 
stocks than seems to be in sight at 
this time and throughout this season: 


Considerable advertising is now 
current and planned by manufactur- 
ers and this advertising is being 
shown in the general magazines and 
also in farm journals and newspap- 
ers. This aggressive campaign of 
advertising by manufacturers will be 
very effective in assisting merchants 
to move out their stock all through 
the selling season. Those retailers 





MARKET FOR FANCY 
SPORTS 

There is also a market for 
fancy sport grade of Women’s 
Pumps and it is now possible 
to secure these with the new 
strap: effects, or to buy straps 
from manufacturers to apply 
on dress pumps. 

This will afford many retail- 
ers an opportunity to move out 
this type of women’s canvas 
footwear which may be in stock; 
or to order from the manufac- 
turer in order to take advan- 
tage of the trend at this time 
toward strap pumps. 











who tie up their own individual store 
advertising with this campaign will 
benefit to a very large extent. 


Big Canvas Growth 


The canvas footwear market in the 
United States has grown from a small 
beginning to tremendous proportions 
within a comparatively few years and, 
in a good many cases, has been the 
means of adding to the merchant’s 
summer business because of the ex- 
tensive development of styles which 
has formed a large factor in devel- 
oping the business. There exists a 
tremendous market. both on indoor 
and outdoor canvas footwear. There 
is a canvas shoe particularly designed 
to fit each individual need for indoor 
and outdoor use, which forms a wide 
field for every merchant. to develop 
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this side of his footwear business. 
Specialize and Profit 


To sum up—a very optimistic atti- 
tude exists all through the trade re- 
garding canvas footwear this season 
and the merchant who will specialize 
will profit by the sales that are possi- 
ble to make during the spring and 
summer. 


PARA IS FIRMER 


American Market Reflects Brazilian 
Exchange Improvement 


The improvement in Brazilian ex- 
change, due to the efforts of the Gov- 
ernment to stabilize it, is reflected in 
a firmer market for Para rubber, and 
prices here show a slight advance. No 
improvement in demand is to be noted, 
however. 

The market for plantation rubber 
at the end of last week was without 
appreciable change. There was very 
little demand, but only limited quan- 
tities were on offer, and the tone was 
steady. The Goodyear settlement 
seems to have been without effect as 
a market influence. Closing quota- 
tions on ribbed sheets were 1634c. for 
spot and April delivery, 17c. for May, 
17%c. for June, 18c. for July, 18%c. 
for July-August-September and 20c. 
for July-December. The London mar- 
ket was reported unchanged. 


Rubber Quotations 


Para—Up-river, fine ... .. a l7 
Up-river, coarse ..... 9%a .. 
MIE 4. 0:5 bd 60.4. 0:0 a 17% 
Island, coarse ....... 9%a.. 
Caucho, ball, upper .. 12%a 
Caucho, ball, lower ... 10%a 
NR eae oe 9 a 

Plantation — First latex 

pale crepe eS ee 18%a .. 
Brown crépe, thin, clean oer 
OT CR ee ere ll%a .. 
’ Smoked ribbed sheets. 16%a .. 

Centrals—Corinto ...... Tha .. 
POURED 5. 650 00s ty0-0'8 Tha .. 
Mexican scrap ....... oe ee 
Guayule, wet ......... 15 a 18 
Guayule, dry ........ 25 a. 
Balata, block, Trinidad 53 a .. 
Balata, block,Colombian 38 a 39 
Balata, Panama ...... 36 a 37 
Balata, sheet ......... 65 a 68 


(Continued on page 83) 
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—BULLETIN— 


OUR SALESMEN ARE NOW OUT 


with our new line for at once and Fall business. It is 
now an assured fact that the style situation for Fall is 
cleared up and the merchant can Now buy our styles 
for Fall with comparative safety. — 


YViddiAATAAAUALALAAAAAUAUTAALAAAAAAAAUUEAALAAAAAUN HAAR 








We have waited until the last minute in order to 
get the very latest ideas, but it must not be forgotten 
that inasmuch as it is now getting late in the season it 
is absolutely essential that you place your order with 
our salesman When He Calls On You in order to in- 


sure delivery in time for Fall business. 


Our line today is the last word in style, snap and 
originality, fashioned on the new lasts and patterns 
and made in the new shades of leathers. Write or 


wire for a salesman to call. 


The} | Homan-Itughes | | Co. 


Makers of 
Smart Footwear For Women 


Gest, Evans & Summer Sts. 
Cincinnati, Ohio. 
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Demand for Light Leathers 


In Keeping with Production of Women’s Low Footwear—Prices Substantially Unchanged 
from Last Few Weeks—Shoe Manufacturers Continue Policy of Buying 


The bright feature of the leather 
market continues to be the activity 
among women’s shoe factories which 
call for regular deliveries of light 
upper leather. Tanners state that 
evidences are still lacking of any- 
thing like a return to normal on heavy 
goods. Shoe manufacturers are buy- 
ing close to their needs and except in 
cases of very large producers they 


Close to Needs 


Calf Leather 
The call continues for light shades 
of brown for women’s shoes. Some 


of the dealers in calfskin leather find . 


it difficult to furnish as much leather 
as is desired of the light shade. 
There is an increasing call for calf 


’ leather for men’s fine shoes and this 


should aid in moving out the heavier 


weights which have been dragging. 
The demand has continued strong for 
ooze calf in various shades with prices 
ranging from 60c. to 70c. per foot for 
top grades, 45c. to 55c. for medium, 
30c. to 40c. for the lower grades. 
Smooth finished full grain chrome calf 
in colors is quoted at 50c. to 55c., 
40c. to 45c. for the medium and 35c. 





are not buying large lots of leather 
ata ye of any kind. 

There never has been so much dis- 
position shown to buy in accordance 
with actual needs. So far as prepar- 
ing for the summer. run on all lines 
of footwear, orders for shoes coming 
in from the road have not warranted 
large purchasing. The opinion seems 
to be general, however, that there is 
a very gradual but steady improve- 
ment all along the line. While it is 
not very marked and the business is 
still confined to sales in small quan- 
tities, there is enough buying to make 
a fair aggregate and certainly much 
better than a few months ago. The 
matter of price is not an obstacle, 
and it is generally understood that 
leather prices have reached bottom. 
That they may stay stationary for 
an indefinite period seems more likely 
than at any time within a year. Some 
of the larger factories, especially in 

“the women’s lines, are running at 
very near full capacity. It tapers off 
from this to concerns which are run- 
ning on a very low schedule. Some 
manufacturers of men’s and boys’ 
heavy shoes are running on half time. 

The early Spring season has thus 
far proved a strong stimulus to the 
shoe business. Another important 
feature is the fact that prices of shoes 
at retail are more closely approaching 
the prices of having shoes re-bot- 
tomed at repair shops. This will tend 
to lessen repairs as the customer pre- 
fers to put a little more money in 
and purchase a new pair of shoes. 


COMPARATIVE LEATHER AND HIDE PRICES 
A Chart of Great Value in Explaining Prices 


Upper Leather (price per foot) 
Pre-War Peak 
$0.32a $0.35 $1.40a $1.50 
28a 80 1.40a 1.50 
26a 1.30a 1.40 
ee a 


To-day . 

$0.60 a $0.80 
45 50 
40a 


Calf suede, top grade 

Calf, smooth colored, top grade 
Calf, smooth black, top grade. 

Side leather, colors, top grade. 
Side leather, black, top grade. 
White buck, top grade 

Elk, heavy "side 

Kid, colors, best, fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, cheap 

Chrome patent sides 


Sole Leather — per pound) 
56a .58 
. eee 
92a .95 
98a 1.05 
115a 1.25 


90 
1.00 

-70 
1.65 
1.60 
1.50 
1.10 
1.00 

36 
1.05 


Hemlock, No. 1 

Union 

No. 1 oak bends 

No. 1 oak bends, shoe mfrs.’ use. ‘46a 
No. 1 oak bends, finders’ use.. ...a 


Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native steers, as used in sole 
leather, harness, etc. ....... coo: - 26% 
Heavy Texas steers, for sole 
leather ee ae ae 
Light native cows, for side up- 
per leather ee we ey See if 
Branded cows, for light sole 
it a 
15 , 50 


leather ny 
No. 1 buffs, for heavy upper 

1A7% . 1.02% 
16% . 80 


10a 
08% a 
08 a 
06 a 
05% a 


10a 
06a 


52a  .55 


and side leather eo 
No. 1 Chicago City calfskins, 
for fine calf leather AS 
Kips, for upper leather Be 8 
B. A. hides, for hemlock sole 

leather Pb .30 P 46 sarecil 
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Visible Brass Ky elets 


United Shoe Machinery Corporation 
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for a cheaper variety. As a whole 
the season has been stronger for calf- 
skin relatively than any upper 
leathers although glazed kid has also 
shown a great improvement. 


Side Leathers 

Dealers report a better call for 
chrome colored sides in the new fin- 
ishes of brown. There is virtually 
no change in price, full grain bring- 
ing 80c. to 33c. for the top grades, 
25e. to 28c. for medium and ‘ower 
grades from 22c. to 25c. A good call 
continues for white buck with prices 
ranging from 40c. to 50c., some of 
the fancy finishes bringing 50c. to 60c. 
per foot. There is a fair call for 
kips and veals and elk leather among 
the makers of heavier footwear for 
men and boys. Good quality side 
leathers range today from 22c. to 35c. 
per foot with elk from 24c. to 25c. 
These prices are about one-third of 
what they were a year ago and repre- 
sent as low cost leather material as 
could be expected. 

There is a good call for the medium 
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and fine grades of kid in colors. Some 
of the best grades are scarce inas- 
much as the offerings of raw stock for 
side leather have been well cleaned 
up. Under such conditions and with 


' the long time elapsing between the 


securing of the best grades of raw 
stock and the producing of the fin- 
ished leather there is likely to be a 
much stronger run on blacks. . Prices 
are fairly well established on the 
basis of quotations given below. 


Patent Leather 

Indications continue of improve- 
ment in the call for patent. Some 
shoe samples have carried patent 
leather this season to a greater ex- 
tent than for some time. Much of it 
will be used in combination with 
other leathers. Predictions are con- 
stantly heard that there will be a 
much larger run on patent leather 
during the coming year. Full grain 
sides are quoted at 45c., 40c. and 35c. 
for the three grades. This is ap- 
proximately one-half the price of a 
year ago. 
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Sheep Leather 


There is but a fair call for sheep 
leather owing to the big reductions 
in kid and cabretta. Prices are con- 
siderably reduced over last year with 
excellent leather selling all the way 
from 14c. to 22c. and. 24c. per foot. 
Ooze sheep in colors is quoted at 
from 24c. to 28c. for the top grades 
and down according to quality. 


Sole Leather 


The sole leather situation has im- 
proved of late and especially among 
the manufacturers of women’s shoes 
who have been: buying steadily. 
Prices of sole leather have been on 
an even basis of late, No. 1 dry hide 
hemlock quoted at 36c. to 88c. a 
pound, union sole 50c. to 55c. tannery 
run, union bends around 6lc. to 638c. 
Oak sole has shown some improve- 
ment, scoured steer backs ranging at 
50c. to 55c. per pound, prime scoured. 
finders’ bends 80c. to 90c., Texas bends. 
85c. for X, scoured Texas oak backs. 
58c. to 60c. 








(Concluded from page 79) 
Scrap Quotations 


Scrap Rubber.—The market _re- 
mains extremely dull and without fea- 
tures of interest. 


Boots and shoes ...... ... 3%a 
Arctics, trimmed ....... 2y%a- 3 
Arctics, untrimmed ..... sé 
Tires—Automobile ...... | ae 
Bicycles, pneumatic ..... : ey “Stars 
Hose, steam, fire ....... ya % 
Inner tubes, No.1 ...... a 8 
Inner tubes, No. 2 ...... a 5 


GOODYEAR FINANCE PLANS 


The Goodyear Tire and Rubber 
Company’s finance plans are com- 
pleted. Bankers are to offer $30,000,- 
000 bonds. The company will be 
cleared of all but $9,000,000 debt and 
will have $63,000,000 net quick as- 
sets, including $11,000,000 cash. 


Goodrich Passes Common Dividend 


The B. F. Goodrich Company at a 
recent meeting of directors passed the 
dividend of $1.50 a share on its com- 
mon stock, 

In an official statement issued after 
the meeting it was said that “under 
existing conditions the directors did 
not deem it wise to declare at this 
time a dividend on the common stock 
usually payable May 15. The com- 
pany, is, however, in a strong posi- 
tion and with the resumption of nor- 
mal business it is expected to show 
satisfactory earnings.” 

B. G. Work, Waddill Catchings, H 
K. Raymond and W. O. Rutherford 
were re-elected to the board of direc- 
tors. A. A. Tilney, vice-president of 
the Bankers Trust Company, and 
Harold Stanley, vice-president of the 
Guaranty Trust Company, were 
elected directors in the places of A. 
H. Marks and A. B. Jones, whose 
terms expired and who both resigned. 


At a directors’ meeting which fol- 
lowed all officers were re-elected with 
the exception of H. E. Raymon¢}"yice- 
chairman of the board, who, due, to 


_ retirement from all active business, 


resigned. C. B. Raymond, former 
vice-president, was elected vice-chair- 
man of the board. Eleven thousand, 
eight hundred and eighty shares of 
preferred stock were retired in ac- 
cordance with the provisions of the 
charter. 





AN OFFER OF HELP 


Merchants who subscribe to |}! 
the Boor AND SHOE RECORDER | 
should feel free at all times to 
write to the editorial or service |) 
departments for help on any 
problem which may present it- |. 
self. Members of the Recorder || 
organization are ready to do 
everything in their power to be 
of constructive assistance. 














facilities. 





The commercial travelers of the country are well 
organized in their drive for special transportation 
It is estimated that the several affiliated 
associations of the country have a combined member- 
ship of about 900,000, and they are as one in their 
appeal for a 10,000-mile interchangeable mileage 
book at standard rates, slightly less if possible, in 
cost per mile than that charged the general public. 
The principal reason advanced in support of the 
proposal is that commercial travelers contribute a 
deal to the business welfare of the country. 


President Harding Backs Trayelers | 


Bills are now pending before the House and Senate 
interstate commerce committees which amend the 
transportation act to permit issuance to traveling 
salesmen of interchangeable mileage books good for 
travel on all railroads in the United States. The 
principle involved in the proposed legislation is sail 
to be acceptable to President Harding, and the char- i 
acter of its sponsorship in both branches of Congress 
assures a sympathetic hearing and very probable 


enactment. 
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A “Whittemore” 
polish for which 
large sales are 
predicted during 
1921. 


The trade’s old 
friend “Albo” is a 
good running mate 
to “Quick White.” It 
fills every require- 
ment of a “cake” 
white canvas dress- 


Ask your jobber, salesman or write for complete catalogue. 











ANOTHER GOOD STYLE 


and ready seller 


TWO WEEKS’ DELIVERY 


5909-— 

Mahogany Side 

Brogue Oxford 

Single Sole 

Crillon Last 

Widths, AB CD. Sizes, 5 to 11. 


Price $5.25 


DOB DOES DONO DSO SO 


_E. B. PIEKENBROCK AND SONS, Dubuque, Iowa 





- PIEAKENBROCK - 
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BD Period Display F 3 ixtures 
Beautify and Unify 





























SHOW CASES , Your store windows and make permanent impressions on the minds of the 
4 | passersby. 
: You can make your windows do NINETY PER CENT of your selling for a 
~ small investment. 
=~ Saad a, Under these conditions do you not think it is advisable to give consideration 


to strengthening the biggest selling element in your business. 





THe THE DECORATORS SUPPLY COMPANY 


Archer Ave. and Leo Street Chicago, U. S. A. 


= , Manufacturers of the largest diversified line of 
wood and composition firtures in the World 
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Alfred J. Ruby, lnc. - 
CHICAGO, ILL: 

















RE YOU, as a retailer of shoes, putting that something 
called the “Know How”’ into your business, which places 
you in the front rank of shoe merchants? 


You have probably asked yourself if there is something you 
can add to the “‘ atmosphere” of your store that will be 
appealing to your customers, that will send them on their 
way advertising you. 


We can help you in beautifying your store interior with 
chairs of seating comfort, with fitting stools to match. 


We put the ‘‘Know How”’ in chairs and stools that you do 
in selling the man or woman of fashion the correct style 


in footwear. 


- 


Among our patrons are a number of leading shoe dealers 
whose stores receive publicity because of their handsome 


interiors. — . 


We can, if you like, study your particular needs. for new 
seating and make your store distinctive. 








We invite you to submit your particular problem, which 
will receive the same careful attention we give to the 
nationally-known shoe stores we serve. ; 


aay 





MILWAUKEE CHAIR Co 
Makers of Fine Chairs 


MILWAUKEE ' CHICAGO MINNEAPOLIS | NEW YORK SEATTLE | 
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FIRST SHOWING 


Of Our Exclusive New Designs of 


FAN TONGUES AND 
STRAP ORNAMENTS 


These are beaded on all colors of leather trans- 
forming slippers and pumps into the latest 
Tongue and Strap effects. 


WE HAVE JUST “THE ORNAMENT” 
TO GIVE YOUR SHOE “STYLE” 


A Sample Line Will 


Prove Convincing 


“STYLE CREATORS” | 


' Suggestion: 
LET US ASSIST IN INCREASING 
YOUR SALES. 


Place 
Your 
Orders 
For WHITE 
STRAPS 


Q 495 /6 


| FRENCH BEADING & NOVELTY CO. 


Manufacturers of Beaded and Metal Ornaments — | 
922 LOCUST STREET PHILADELPHIA, PA. | 
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MILLER 


VENTILATED 
SHOE TREES 





ON'T stop short of the last step to. make your cus- 
tomer satisfied with his purchase. Go the limit! 
You know the wear of shoes depends on the care the 
purchaser gives them. If you make it easy for the 
customer to care for his purchase, you are making it 
easy for yourself to sell him again. 














Why not insure the satisfaction that you know the cus- 
tomer ought to receive from his purchase, and the reg- 
ular business you ought to receive from the customer, 
by getting him to pay you for the protection which 
only Miller Ventilated Shoe Trees can give? 


You cannot do more for a customer, or yourself than 
to sell the customer something he needs, and doesn’t 
know it until use reveals it. 











The every-day sale and use of Miller Ventilated Shoe 
Trees builds up business and good will for you faster 
than any argument about shoe values, store service or 
reduced prices. Try it! 








Send for Catalogue. 


— PATENTED “PACK-FLAT” MODEL ILLUSTRATED 


298x No. 250 


Women’s Ventilated Pack-Flat No. 298X 


Slotted forepart allows for circula- , 
tion of air, thus guaranteeing a dry Men's Ventilated Pack-Flat No. 250 
shoe. 


OQ. A. MILLER TREEING MACHINE CO. 


SHOE TREE DIVISION 











BROCKTON, MASS. 
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Type No. 2 
A place for size stick—a box for 
powder 


BOOT AND SHOE RECORDER 





Type No, 3 
Box for size stick under footrest 





Type No. 4 


Designed by William Gibbs of 
Marshall Field 4 Company 


Fitting Stools—Useful and Ornamental 


In this era of “the shoe store 
beautiful,” chairs and fitting stools 
are items of prime importance. The 
chairs should harmonize in design, 
character and finish with the in- 
terior woodwork and store decorative 
scheme. The fitting stools should 
harmonize with the chairs in design 
and finish. 

Aside from its beauty and neatness 
of design, the fitting stool is a very 
important factor in shoe store service. 
Its importance in furthering sales 
has been too long overlooked in the 
average store. 


Proper “Pitch” Important 


A cheaply constructed, cheaply 
finished affair not only gives the store 
an unkempt and untidy appearance 
but as a rule such stools are made 
without any consideration of the 
proper angle or proper height, on 
which depends convenience and speed 
in fitting. 

The angle or “pitch” of the foot 
rest is a very important considera- 
tion in building fitting stools. The 
“pitch” of the foot rest should be 
governed to a great extent by the 
height of the seat of the fitting stool 
from the floor. This height, in turn, 
is dependent on the height of. the 
seat of the chair. And on both of 
these depend the comfort and ease of 
the customer. Moreover, the angle 
should be such as to allow the cus- 
tomer’s foot to rest its whole length 
upon the footrest in such a position 
as to permit the fewest possible 
wrinkles in the top of the shoe. This 


is especially important when fitting 
high top boots. 


Its Relation to Fitting 


If the foot rest is too close to a 
perpendicular line, then the customer 
is uncomfortable because the foot is 
on a strain and the shoe is sure to 
wrinkle on top of the instep. These 
wrinkles are difficult to lace out. If, 
on the other hand, the footrest is too 
flat or too closely approaches a hori- 
zontal line, the shoe is sure to wrinkle 
in the back just above the counter 
and difficulty is again met in remov- 
ing these wrinkles. 

The relative positions of the foot- 
rest and the clerk’s seat are also im- 
portant considerations. The distance 
from the clerk’s seat to the center of 
the footrest should be so gauged that 
the clerk will have the utmost free- 
dom of movement and not be in a 
cramped, uncomfortable position. 


Have a Size Stick Handy 


Of the four designs shown here, all 
of which are made by the Milwaukee 





The Common Variety 


Chair Company, Milwaukee, Wiscon- 
sin, three of them were designed by 
merchants. Each of these designs 
reflects the particular ideas of con- 
venience, appearance and adaptability 
to the particular needs of the mer- 
chants who created them. 

Illustration No. 2 is provided with 
a box under the footrest to hold a 
size stick and a little drawer under 
the salesman’s seat for a powder box 
and other little conveniences. [Illus- 
tration No. 3 also contains a box 
under the footrest for a size stick and 
a small compartment for a powder 
box. This particular stool was de- 
signed by a merchant who also de- 
signed his chairs and the two are 
made to harmonize both in design and 
upholstery. Illustration No. 4 shows 
the fitting stool in general use in the 
Marshall Field and Company shoe 
department. In designing this fitting 
stool many things were taken into 
consideration. The comfort of the 
customer and salesperson were kept 
in mind. The design is considered 
especially good where saleswomen are 
employed because of the conveniences 
which it affords. Special attention is 
called to the size stick which is al- 
ways where it is wanted. 

In the average store, size sticks are 
continually being lost or mislaid and 
a lot of valuable time is wasted. Fre- 
quently when the salesperson is fin- 
ished with the size stick it is thrown 
on the floor and becomes marred or 
broken. The fitting stool which is 
equipped with a size stick is a won- 
derful saver of time and worry. 








How Grain Is Embossed on Leather 


Jumbo presses are being set up in 
Peabody tanneries for embossing 
brogue grains on leather. Hitherto, all 
brogue grains were made by the hand 
boarding process. Men with a board 
strapped to the forearm rolled the 
leather under the board in such a man- 
ner as to make a grain on its surface. 
But so much brogue leather is now 
wanted that the hand boarders could 
not make it all. These Jumbo presses 


force a plate, on which a brogue grain 
is engraved, down onto the leather and 
make the brogue grain on _ the 
leather. A sort of a printing process 
it is. These same presses and plates 
also are used for making a brogue 
grain on paper, and the paper is used 
for covering boxes, as, for instance, 
candy boxes. There is some talk of 
covering shoe cartons with brogue 
grain paper. Also these presses and 
other plates are used for embossing 


fancy grains on sheets of cardboard. 
These sheets are cut up into small 
cards, and prices or styles being 
marked on them, they are used in 
window displays. 


To Increase Output 


The Reliance Shoe Co. of Beverly: is 
installing new equipment and will in- 
crease its output of women’s McKay 
shoes to 1500 pairs daily. 
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Idea No. 1 


Are Your Windows a REAL Aid to Sales? 


Inexpensive but Effective Trims Will Prove 
Big Help in Bringing Business Back to Normal 


ITH competition so keen on all sides, the suc- 
cessful retail merchant must necessarily de- 
vote considerable thought and time to devising 

new and attractive window displays that will attract 
attention, arouse desire and result in sales. 

Retail shoe merchants who fully realize the selling 
power of a properly trimmed show window, are those 
who are constantly striving to make their windows 
the most potent advertising force. 

These are the men who eagerly snap up new ideas 
in backgrounds and original methods of displaying 
merchandise. 


Marked Changes in Kinds of Display 


The development in window display has been at- 
tended by many marked changes in the past few 
years. 

To display the merchandise in the best possible 
manner amid the most favorable surroundings so 
that the windows will be the means of attracting trade 
means keeping step in the march of progress. 

One of the big things to consider in the planning 
and installing of a window display is the merchandise. 


See that it is properly prepared so that when it is 
on display it will bear all the ear marks of quality 
and value. 

The next thing to consider is the background, which 
should be in perfect -harmony with the merchandise 
in order to show it off to the best possible advantage. 
Also backgrounds should .be planned so that they 
may be constructed and installed at reasonable cost. 
This is a phase of the business which every merchant 


appreciates. 
Unit Settings the Order of the Day 


Nowadays the up-to-the-minute stores have beauti- 
fully finished permanent backgrounds of the finest 
woods and you can’t blame any merchant for not 
wanting to cover them up entirely. 

But some sort of decoration must be had to relieve 
the monotony of the straight panel background. This 
is why the unit setting idea proves such a popular 
feature in window decoration just now. 

The unit is easily handled, interchangeable in ar- 
rangement and elastic in its measure, and by a few 
simple changes every now and then in the way of 
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color scheme, decorative embellishment, etc., may be 
used over and over and at each change be radically 
different from the one preceding. 


Some Decorative Unit Backgrounds 


To be as helpful as possible to those of our readers 
who are interested in new and original decorative 
ideas to incorporate in the show windows we illustrate 
and describe two designs which are simple in con- 
struction, and if carried out along the lines mentioned 
will make ideal settings for your next window display. 

This setting of Plate No. 1 is constructed of wall 
board tacked to a framework of % x 2-inch strips. 
The center panel is flanked on each side by pilasters, as 
is shown. The pilasters are connected to the center 
panel with a strip of wall board painted black. 

The center panel and pilasters are painted a light 
blue color, using any kind of cold-water paint The 
panel is then decorated in hair-line stripes in gold, as 
illustrated. At each side of the panel is tacked a 
narrow ‘strip of wall board painted black and deco- 
rated in gold, using a modern art decorative motif of 
design. 


The Use of Flower Holders 


The side pilasters are painted the same color as the 
center panel. 
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Just in front of each pilaster on the low box plat- 
form is placed a decorative flower holder made of 
wall board, painted black and decorated in gold. 

The flower box is filled with artificial flowers and 
green foliage. Long pieces of heavy wire are painted. 
black, bent in the shape shown and stuck into the: 
flower box, giving a new decorative effect which is 
very pleasing. Small round pieces of wall board are. 
gilded and attached to the wires as designed. The. 
platform is made in the same manner as the panels’ 
and painted the same color. 

The floor of the window is shown as having been 
treated to a duo-tone checkerboard effect. This is: 
obtained by using wall board blocks cut in squares and 
having beveled edges. 


Description of Plate No. 2 


Plate No. 2 illustrates a new and novel treatment 
featuring the decorative unit design, the construction 
of which is indeed a simple one while the effect is of 
exceptional beauty. 

The center unit is made by tacking wall board toi 
a framework of light strips and then painted a cream 
color. The side flank pieces are cut from wall board. 
in the shape shown and treated with the same color 
paint. These are then attached to the back of the 








panel. (Continued on page 93) 
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School girls have a place in their wardrobe for hose 
that are both durable and smart looking. These are 
worn on the many occasions when silk hosiery is 


inappropriate. 


“Onyx” @ Hosiery 


Reg V.S.Pat. orrice 


in mercerized lisle, wool and mixed fabrics is ideal 
for sportswear. The novel color combinations add 
an attractive note to the sports costume. 


Write to us for a price list 


DEPT. P 


Emery 6 Beers Company, inc. 


1107 BROADWAY, NEW YORK 


BRANCH OFFICES: 
Philadelphia Boston Buffalo Chicago San Francisco 
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Just in front of the panel resting on a low plateau 
made of wall board and painted a cream color is a 
flower box decorated in black and filled with flowers 


and foliage. 
Black and Gold 


The top of the panel is painted black and faintly 
lined in gold. Upon the center panel is placed the 


circular medallion which is cut from wall board, - 


painted black and decorated in gold, blue, lavender, 
green and yellow, using the modern art motif of 
design. Upon the back of the circular piece is tacked 
light lattice strips painted black. The arrangement of 
the flowers and foliage is clearly shown. 


Floor Also of Cream 


Suspended from the cornice at the back of the 
window are two smaller circular pieces made in the 
same manner as the large one. Light strips are tacked 
on the back of these pieces, painted black, which hold 
the circulars in the position shown. 

The floor of the window should be covered with a 
plain cream color felt or outing laid on smoothly. 

Both of these designs give plenty of floor space 
for the correct showing of merchandise which may be 
arranged in attractive units in front of the setting. 


A person can’t wear shabby, patched or uncouthy,..,; 
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clothes and hope to be attractive. They may, however, 


- be conspicuous. 


The same is true of the store. One can’t make ill- 
dressed windows, old-time shelving, counters and fix- 
tures, dingy with wear and dirt of previous years look 
neat, clean and, above all, prove the right magnet to 
draw trade over the threshold of the door which may 
be open at all times. 


No Great Expense Involved 


The merchandise and prices may be good and so 
may be a diamond stick-pin on a “hobo,” but unless 
the surroundings of a store harmonize with the goods 
it is like the diamond—it might be good, but the 
chances are against it. 

Decorating the show windows:and displaying the 
merchandise in the most approved fashion does not 
call for a big outlay of money, but it does require 
careful thought and consideration in planning the 
display. 

The ideas which the BooT AND SHOE RECORDER dis- 
play expert illustrates are decorative designs care- 
fully thought out and.are practical suggestions for 
use in any store. 

The thought uppermost in mind in laying out these 
suggestions is to produce original designs easy in con- 
struction and inexpensive in the cost, yet decorative 
(Continued on page 95) 
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THE FEDERAL ARCH-LIFT 


—is entirely different! 





The ARCH-LIFT is the one arch support that works nature’s way 
—that supports because it lifts. 


And because of these features the FEDERAL ARCH-LIFT is in 
a class by itself—and that class is the first. 


There is not—to our knowledge—an arch support made that will 
give the relief—effect the cures—that the ARCH-LIFT will. 


Your best customers will be the hard cases—the chronic sufferers 
who have fruitlessly experimented with the old fashioned metal 
devices. 


Remember the ARCH-LIFT takes care of every case of foot 
trouble. It is simple—costs but little and is guaranteed to give 
relief. You can’t go wrong on it. 

Get our window display in your window. It will create immedi- 
ate interest and immediate sales. 


Here is a wonderful opportunity for you to make generous, steady 
profits. Write us today—don’t wait—for our enlightening 


booklet. 
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THE FEDERAL ARCH-LIFT 
MFG. CO. 


168 Dartmouth Street 


Ness 


Our Mr. Madison B. Jeffrey 
is now showing ARCH-LIFTS 
in Ohio and Indiana 
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Idea No. 4 


enough to appear high class and make a harmonious 
surrounding for the merchandise to be displayed. 


Description and Construction 


Illustration No. 3 depicts a novel treatment, very 
simple in construction. The setting consists of a 
center panel of wall board painted a cream color, using 
alabastine or any cold-water paint. At the base of 
the center panel is a flower box painted the same color 
as the panel. This box is then filled with artificial 
flowers and foliage, using only those in harmony with 
the early summer season of the year. The decorative 
feature is obtained by constructing a lattice work of 
light strips and tacking it on the back of the flower 
box in the position shown. The lattice should be 
painted black. Over the lattice is twined the rambling 
rose vine and flowers as illustrated. 

The center panel is nailed on the back of the two 
side pilasters, which are made by tacking wall board 
to % by 2-inch strips. The pilasters are flanked on 
each side by pieces of wall board cut out in the shape 
shown. The pilasters are then finished off at the top 
with a 2 x 4 beam resting on four small blocks painted 
black. 


A Modern Art Motif 


The pilasters, side flank pieces and beam should be 
painted the same color as the center panel. 

On the face of each pilaster is attached a piece of 
wall board cut out in the design shown and painted 


black. These pieces are then decorated in a modern 
art motif of design using the colors blue, yellow, two- 
tone greens, with just a touch of lavender. These 
designs are then outlined in gold. 

Plate 4—This design makes a very pleasing effect in 
the window and makes an ideal setting for practically 
any lines of shoes you desire to show. 

The setting is contructed of wall board, and is com- 
posed of three parts, a center panel and two side flank 
pieces. The whole setting should be painted a light 
gray tone. The side flank pieces are cut from wall 
board and painted a Harding blue color and decorated 
in the same manner as described above. 


How to Make a Vase 


The same treatment applies to the narrow strips on 
the center panel. Just in front of the center panel, 
resting on a double-decked plateau made of wall board 
and painted the same color of the background, is a tall 
vase. This is made by cutting out the top and base 
from wall board and attaching to a 2-inch square stick. 
This standard is painted the same color blue as the 
decorative side pieces. On the back of the standard 
at the top tack a small box, filled with moss and 
arrange the artificial flowers and foliage as is shown. 

Both of these designs should not cost over $5 at the 
most. They are elastic in their measure, and by giv- 
ing them a different color scheme every once in a while 
and rearranging the decorative pieces, entirely new 
effects may be obtained. 
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THE WORD THAT STANDS FOR 
THE BEST THERE IS IN SHOE 
ORNAMENTS—aincluding straps. 
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No. 3429 


Patent leather. Jet and steel beaded instep strap. 


As leaders in our line for over 
thirty years, we can be depend- 
ed upon to know what is most Samples? Sure! Write for them NOW. 


in demand and supply it. Your 


name on our mailing list means ~ DALRYMPLE-PULSIFER CO. 
Service and Savings. HAVERHILL MASS. 


She Calls Repeat 
Wounhl| (Cen Vou apne’ 


'WONDRWI 


Leads in shoe cleaners for Canvas and Nubuck. 
It is a perfect cleanser and dressing which not 

only gives an even and beautiful white but 
POSITIVELY WILL NOT RUB OFF. 


- {| Dozen $1.75 
Price ‘ 
U1 Gross 18.00 
Samples sent FREE. “a 
Write for samp'e and see i sh 
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Weekly Merchandising Calendar for May 
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The big word in present-day merchandising is turnover. A relatively small profit 
and a rapid turnover will, as a rule, pile up a bigger bank balance than a long profit 
and slow turnover. This is the best time to reprice broken lines and clean up the odds 
and ends of early spring purchases. 


Va\tiavtVaxtvaxtiaxii 


May is the best month of the spring season in most localities. Get a good start, 
and keep it. Count the pairs on the shelf. They should be low enough to admit one 
or two new members, but do not hesitate to cut prices on any styles that have not been 
selling. If they have been draggling so far it is a safe bet that they will not prove 
good later. 
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An all white trim in the windows. Sunday, May 15, “white shoe day.” Your direct 
by mail advertising for this event should have gone out last week. Your newspaper ads 
will feature it this week. 


WOOP DONE 


Feature juvenile shoes in windows and in advertising. The confidence and good will of 
“the kiddies” is a valuable asset. If your shoes and your service are pleasing to 
“Betty and Bob,” itis a ten to one shot the parents will be pleased; but if you fail to 
please the children there is small chance of selling Dad and Mother. Monthly conference 
of employees. Records of customers. Prepare commencement ads. 


TORI TWROROMOAK 


atavivent 


The week preceding Memorial Day, window trim and interior decorations should reflect 
the spirit of the day. At least one newspaper ad should be devoted to a patriotic edi- 
torial and be devoid of selling talk. Get monthly statements in the mail. 
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USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or - 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—-solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - - Boston 
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Over a Quarter 
BUTTON ATTACHING Suit Golng 
Strong 


M ETALLIC F ASTEN ER o- you getting your 


MACHINE Already the Jung Arch Brace is giving comfort and support— 
properly applied—to over a quarter million people. The demand 
is stronger than ever. Repair shops, retail stores, foot specialists 
make quick profits on it. Retail price $1.00. 
Let us send you OUR TRIAL OFFER. 
THE JUNG ARCH BRACE CO. 


STANDARD OF THE WORLD / : catia ae 


( ; * $ 
Thirty-two Years’ Continuous Service k if | NG S 


Consult Any Shoe Findings’ Jobber. SS 
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Sell Your Customers 


Foot Comfort 


P & V Shoe Powder relieves per- 
spiration and makes the feet com- 
fortable, in addition to preserving 
the leather and life of the shoes. 


During the summer you have many 
requests come into your store for 
something that will relieve tired, 
perspiring and aching feet. You 
can fill that demand with P & V 
Shoe Powder. 


Two dozen 25c sellers packed in an 
attractive Display Stand, with 
which we include advertising ma- 
terial, cost you $3.50. Order from 
your jobber, or write direct to 


Pfister & Vogel Leather Co. F 


Milwaukee Wisconsin 














The: art of making people 
want to buy lies in making 
your store windows just a 
little more attractive than 
your next door neighbor’s. 


Crystal Fixtures—adjustable, 
interchangeable, beautiful in 
themselves—add that some- 
thing to your display which 
entices the customer into your 
store to examine your mer- 
chandise. 


What more can you ask? 


Our catalog of latest fix- 
tures sent on request. 


Crystal Fixture Company 
Sole Manufacturers 
263-264 Monadnock Block 
CHICAGO ILL. 
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Grifin White Kidine 


For all white kid shoes. A per- 

fect white cleaner that gives a 

kid glove finish, 

Small ane Size, $15.60 Gross, 
1.385 Doz. 


Griffin Suede Powder Large oe) Size, $21.60 Gross, 
1.90 Doz. 
In the pad bottom tin. Cleans ° 


;RIFFY 
0: \ 


CLEANER) 


LOT wns TE H 





AEAVES 4 0CLVE TY Cutt Frese 
Pd hey Qu CLEANER Twat wi 
Griffin Lotion Cream Tne snot 
In white, black, ° - —— 
Havana brown, WHITE KIDINE 

if welt «0 SHOES 
S NOTHING 











Contains no injurious 
It is to the leather what 
cold cream is to the skin. 


3 os, Size, $21.60 Gross, 
$2.00 Doz. 





Griffin Peuerwhite 





and restores color and surface in- 
d is —- 


champagne, ivory, light, medium, 
dark and gray castor, light olive, 
seal and nigger brown, light, 
medium and dark gray, black. 





The Right Shoe Dressings 
for Spring 


Cleaner 
For all white shoes except kid. 
A + aes cleaner, not a white 
wasn. 


3% oz oy Top Carton— 
$18.00 41.88 Dos. 





5 oz. Size, xX 





$20.20 Gross, $1.85 Doz. 


$21.60 Gross, ~ f 90 Doz. 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY — 


VT Wu PYELDADENNANSANOTENEAON NOT EGDGALATAEA LANDAU ' ! 


=CioNED=, 
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Classie Design in 
THONET BENT WOOL 


Stock patterns and special designs. 
Prices range for armchairs $8.50 up; 
stools $6.00 up. 


YOUR OWN 
DECORATOR 
will equip your 


store with the 
newest Thonet 
Chairs and 
Is. 
ION aay 


Special designs to suit 


BENT WOOD i" 














THONET “*“sesateig* 


World’s Largest Manufacturers of BENTWOOD Chairs 


NEW YORK, - on A. 


April 30, 1921 








TUTTE TET DATTA ne 





THE ADVANTAGES OF 


i ost ection 


It idlattes 


2) 


With the Sharp Shoulder and Broad Wearing 
Surface 





They do protect 
They do stop uneven wear 
They do prevent runover heel 


They don’t scratch floors 
They don’t wear slippery 
They don’t drop out 


PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2322. 
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The Standard Practical Non Slip Heel Protector 


BUILD UP YOUR wera Hie 99 THE SATISFACTORY BRAND 
AND OXFORD SALES WITH RIPP ER YOUR CUSTOMER APPRECIATES 


Trade Mark Registered 


IMPORTANT 


Insist upon the name 
“Gripper” stamped on 
every glassine envelope 


Sack, Btowa, White, Gray. Suede Leather Style N 7 
i ¢ yle No. 72. 
Black, Brown, White, Gray. a“ Se ete Te Ne. 72. 
When placed as directed 
In this envelope . In the heel of your shoe, 
You will find . It will keep it from 


A Leather Gripper | Slipping and save ; 
Of the most *e, Your stocking, too. | ‘ \ Pump Grippers 


Ps SS are especially 
At a dance \ ‘ ; , designed to grip 
Or on the street, | | - snugly the 
You are annoyed ' h heel part of 
; the foot. 


Copyright 1921, SILVERITE CO., BOSTON 








MANUFACTURED BY 
IMPORTANT:—If your 


Jobber is unable to sup- THE SILVERITE CO. Request Samples and 


: pe Complete Catalogu f 
ply you with “GRIP. FORMERLY L. G. & S. S. CO. Shoe Findings. fie 


PERS,” write to us. 
81 High St. Boston, Mass. 





























REPCO—your customers want it 


EPCO is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 


































VERYBODY who habitually 
wears white boots or shoes 
knows and buys 


TheWHITE CLEANER 
Keeps White Shoes White 


Everybody who buys new white footwear will 
need “BLANCO,” and no one who has ever used 
it will ever be persuaded to take a substitute, for 

“BLANCO” does its work, does it well 











—and easily—no trouble, no messiness, 


fa “BLANCO” quality will take care of 
4 your reputation—“BLANCO”’ profits 
are as good as sfs reputation. 






So with every consignment of White 
Footwear order a consignment of 
“BLANCO”—“to keep those white 
shoes white.” 


Order now from your Jobber 




















JOSEPH PICKERING & SONS, LTD. 
SHEFFIELD, England. 








BOOT AND SHOE RECORDER April 30, 1921 


























Allgaier Bros., 1393 Broadway, Brooklyn, N. Y. 
Chairs by American Seating Co. 


Selling More Shoes 


is the direct result of better service to your 
customers. The store that affords its cus- 
tomers the most conveniences is the one that 
draws the trade. 








AMERICAN INTERLOCKING CHAIRS are 
trade builders because their perfect ease and 
attractive appearance appeal strongly to your 
customers. Furnished in any color combina- 
tion to harmonize with your interior trim, 
they add the final touch to your store interior. 








They are interlocking, hence effect a considerable economy in floor space, enabling you 
to seat from twenty-five to fifty per cent more customers than with the old four-post type 
of chair—and, finally, they are the most economical type of seating on the market. 


AMERICAN SEATING [OMPANY 


General Offices: 1016 Lytton Bldg., CHICAGO 


NEW YORK BOSTON 
Room 601, 119 W. 40th St. Room 302, 69 Canal St. 
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= APPEALING BEAUTY AS WELL AS 
STERLING QUALITY OF OUR NEW 
MODEL 768 SADDLE-STRAP SIX EYE- 
LET LACE OXFORD, WILL MAKE IT ONE 
OF THE BIGGEST SELLERS WE'VE EVER 
PRODUCED 


MODEL 768 IS DEVELOPED IN GENUINE 
CALFSKIN AND TOP GRADE KID; OAK 
SOLES; ALL LEATHER INNERSOLES, COUN- 
TERS AND HEELS; * RED-LINE-IN’* LINING: 
GOODYEAR WELT. 


MAHOGANY CALF .. $4.60 
BLACK CALF 4.60 
LIGHT TAN CALF 4.75 
MAHOGANY K!ID 5.00 
BLACK KID 5.00 


SIZE 2'2-7, A TO OD 12-8 AND 9-8 HEELS 
JUVENILE SHOE SYSTEM FOOTWEAR IS STOCKED BY OUR 
DISTRIBUTORS FROM COAST TO COAST AT FACTORY PRICES 


WRITE OR WIRE FOR NEAREST SHIPPING POINT TO INSURE 
QUICK DELIVERY 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SAINT LOUIS, U. S. A 





FACTORIES 
CARTHAGE, MO. BELOIT. wWiS 





AURORA. MO 


NEW MODEL 
768 


MASTER LAMBTON 
by 


Sir Thomas Lawrence 
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BLIZZARD HALTS MARCH 
OF TRADE ' 
storm of Short Duration, However, 
and Business Picks Up Again 

One of the worst blizzards in the 
memory of the oldest inhabitant swept 
over Chicago last Saturday. The wind 
began to blow Friday evening and by 
noon on Saturday had attained a veloc- 
ity of about fifty-seven miles an hour, 
and kept up the gait until late Satur- 
day night. Snow and sleet accom- 
panied the wind. The terrific storm 
almost stopped traffic and completely 
demoralized business in both wholesale 
and retail districts. 

Spring-like weather again appeared 
on Monday morning and spring busi- 
ness has resumed its usual activity. 
Doubts as to spring business which 
occupied the minds of both wholesal- 
ers and retailers early in the season 
have entirely disappeared and mer- 
chants are going forward with more 
confidence than for many months back. 


Men Buying Fancy Footwear Freely 
Men of all ages, all colors and all 
classes are buying shoes. The unem- 
ployment which a few weeks ago 
looked as though it would be a serious 
handicap to men’s business has ap- 
parently not affected the sales to any 
great extent in the downtown district. 
Business at present and for some 
weeks back has been largely concen- 
trated on the fancier type of men’s 
footwear. The lighter shades of brown 
are taking preference over the dark 
shades which have been the dominat- 
ing feature for several seasons. Black 
shoes in grain and boarded leather 
with saddle vamp, fancy punchings 
and brass eyelets have been a very 
large feature in the men’s business. 
There is some doubt in the minds of 
some of the leading retail merchants 
as to whether or not ball straps and 
saddle vamps will continue their popu- 
larity next fall and winter because this 
particular type of decoration often 
causes the shoe to “bite” or pinch the 
foot on top just back of the toe. 
There is no doubt, however, but that 
the fancier type of footwear will pre- 
vail in men’s shoes, and now that 


manufacturers have become accus- 
tomed to making this type of foot- 
wear, many new patterns are being 
worked out which have the appear- - 
ance of ball strap but are so made 
that they eliminate the extra thick- 
ness of leather over the top of the 
foot where the trouble occurs. 


. Thirty-five Per Cent Increase in Men’s 


Business 

The records in one of Chicago’s most 
prominent exclusive men’s stores show 
an increase of nearly 35 per cent in 
pairs during March of this year as 
compared with March a year ago. The 
April record so far indicates that the 
increase in pairage over April of last 
year will be around 50 per cent. It 
should be remembered in this connec- 
tion that March and April of last year 
were exceedingly good _ business 
months. This increase in pairage has 
come very largely on the fancier type 
of shoes. The plain staple lasts and 
patterns are selling just about on a 
par with a year ago. 

Women as a rule are satisfied with 
strap footwear and are disinclined to 
accept any other style as a substitute, 
although in several stores there is an 
increased interest in tongue pump 
effects and also in plain pattern 
pumps. 


Walk Over Store Preparing to Move 


The State Street Walk Over store 
is advertising a removal sale in order 


to clean up stock before moving to 
its new location, 105 South State 
Street. The new location is in the 
Palmer House block and considered 
one of the choice sites on State Street. 


Hanan & Sons to Open New Store 

Hanan & Sons have taken over the 
lease on the room at northeast corner 
of Madison and Wabash and will open 
up a new store in this location about 
June 1. The store will carry men’s, 
women’s and children’s shoes. 


F. E. Foster & Co. Devote Second 
Floor to Children’s Department 


The new children’s department .on 
the second floor of the F. E. Foster 
store is one of the most attractive 
children’s departments in the Middle 
West. The shelving is of a peculiar 
design. The center of the room repre- 
sents a playroom, and looking in both 
directions the shelving resembles the 
side of-a building with a gabled roof 
of shingles projecting over the shelv- 
ing. The walls above the shelving and 
the ceiling are painted to represent 
the sky and strange birds are seen 
flying through the air. Suspended 
from the ceiling in the center of the 
room is an aeroplane which is con- 
tinuously moving. The wrapping desk, 
which is in the corner next to the ele- 
vator, also has a shingle roof which 
is surmounted by a windmill that is 
constantly in motion. 


New York 


BUSINESS IMPROVING 


Steady Increase Reported by Retail 
Merchants 

Steady improvement in retail shoe 
sales is reported by the merchants 
this week. A brightening of the 
weather has aided in dispelling some 
of the gloom which came over the 
trade shortly after Easter. Merchants 
say that while trade is not booming, 
it is going along well and the next 
month should see a great quickening 
in demand on the part of consumers. 

Some complaints are made of the 


unevenness of business. Some days 
are exceptionally good, then appar- 
ently for no reason at all, a day of 
extremely light sales will appear. The 
old-time merchants, however, see noth- 
ing in this to shake their confidence 
in the belief that the worst is over 
and that better business is directly 
ahead. 


Demand for Straps Continues 


There has been no diminution in the 
demand for straps in the women’s 


shoe field. Colonials and small 
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BOUDOIRS IN STOCK 


No. 202— 

Black ...... ee ris] 
All Colors... .$1.37 

Send for catalogue 
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BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid 
Hand Turned Boudoirs. 
Quilted Sock. 
Black $1.40, 
» Red and Brown 
$1.50. 2% to 8. 
Women’s Black 
Chevrita Kid Ballets. tench Sewed Turns. 
Sizes 2% to 7. $1.60. 5% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 




















COLLINS & STAPLES 
Makers of 










Genuine 
MONMOUTH MOCCASINS 
Nature’s Footwear. No 

Every 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 
Bin Aimee Reade £0 SOE un 


SOS came 8. Originators vom, 




















BOUDOIR 
SLIPPERS | 





sizes or case 





1.65. Terms, 5% 10 days, net 30. 
HOE we Haverhill, Mass. 3 





RULVER SHOE CO... ccssssmnvenniess 





tongues have some call, but are not 
making any apparent inroads on 
straps. The one and two-strapped 
oxfords, in the opinion of one of the 
keenest shoe men in the business, are 
here to stay for good, and may be now 
considered a staple. 

Brogues and heavily punched and 
pinked models are still the leaders in 
men’s shoes and there are no indica- 
tions of any change through the 
summer. 


White Shoes Beginning to Move 

White shoes are beginning to move 
more briskly, although sales so far 
have been confined to buck, nu-buck 
and kid. There has been little call for 
white fabrics as yet, but the mer- 
chants are confident that the coming 
summer will be one of the biggest 
white seasons seen in years. The 
combination fabric and colored leather 
trim is favored over all white. In 
this connection the combination of 
white and black appears to be stronger 
than the tan combinations or the 
other colors being featured in window 
displays. 


NEW STORE OPENED 

Shoe Craft Shop on Fifth Avenue 

Near Fifty-sixth Street 

The Fifth Avenue store of the Shoe 
Craft Shop was opened on Monday, 
April 18, on Fifth Avenue near Fifty- 
sixth Street, just a few doors below 
the latest of the Hanan Fifth Avenue 
shops. The new Shoe Craft shop is 
the outgrowth of the store on West 
Thirty-eighth Street, founded seven 
years ago by Harry Rosenthal, which 
has made a great success of fitting 
narrow feet. 

The new store boasts of the largest 
Fifth Avenue frontage of any shoe 
store on the famous thoroughfare. 
The interior of the store is in keeping 
with the best Fifth Avenue traditions. 
The woodwork is in brown mahogany 
finish, with velour upholstered chairs 
to match. The floor is covered with a 
blue velvet carpet, and the other fit- 
tings are in harmony with this color 
scheme. 

30 by 100 Feet 

The store itself covers a space of 
30 by 100 feet. In the rear of the 
store will be located an exclusive ‘de- 
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partment for children’s shoes, where 
a specialty will be made of narrow 
widths. The hosiery department, 
which carries a large stock of im- 
ported hose as well as domestic stock- 
ings, is located near the front en- 
trance. . 

The store carries nothing but bench 
made, hand sewed shoes for women 
and children, with prices starting at 
$16 and ranging upward. Sizes from 
one to ten, and widths from AAAA to 
E are carried in all styles. The nar- 
row heel shoes are strongly featured. 


New Miller Store Planned in Five 
Years 

Maurice Miller, of I. Miller & Sons, 
when asked regarding the company’s 
plans for building on the property re- 
cently acquired at Broadway and 
Forty-sixth Street, said that while 
ultimately a new building will be 
erected, it will not be started for five 
years. ~The present tenants of the 
property, he added, all hold five-year 
leases and nothing in the way of re- 
building will be undertaken until these 
leases expire. The company will, how- 
ever, soon begin alterations on the 
store in Fulton Street, Brooklyn, which 
will be ready for occupancy in the 
fall. This will be the only Miller 
Brooklyn store. 


New Quarters for Saks Meth Shoe Co. 

The Saks Meth Shoe Co., after May 
1, will be established in new, larger 
and much more desirable quarters 
than the present ones, at 157 Duane 
Street. The new location is more ac- 
cessible than their present, and the 
environment is better. Incidentally 
increased floor space will permit them 
to carry an even more complete stock 
of the women’s novelty footwear in 
which they specialize. This change is 
indicative of the great progress that 
has been made by this recently estab- 
lished firm, which has been in busi- 
ness a little over a year. 


M. B. Martine Moves 
The firm of M. B. Martine, Inc., 
has moved to more commodious quar- 
ters with greatly increased facilities 
for taking care of their orders in the 
Bush Bldg., 130, W. 42nd Street, Room 
1513. 


Los Angeles 


FOOT CONTEST WAGED 


Many Prizes Offered Woman With 
Small Feet 


Vicente Ibanez insisted that Cali- 
fornia deals only in immensities. 
That the Southland can boast a pre- 
eminence of small feet is being 
proven by the contest instituted by 
a morning newspaper of Los Angeles 
to settle a $5,000 wager. When 
Oliver Morosco, well known theater 
man, made the assertion that the most 


perfectly formed feminine foot would 
be found in the country, Al G. Faulk- 
ner, auto man, immediately took issue 
with him, contending that the modern 
Cinderella would be found within the 
rity limits of Los Angeles. Then the 
newspaper was called in to settle the 
dispute and hence the contest to dis- 
cover Cinderella. 

When she is found she will be pre- 
sented by the “Examiner” with a 
$1,000 dancing slipper of virgin Cali- 
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fornia gold wrought by Feagans, 
jeweler; a pastel portrait by A. S. 
Keszthelyi, famous artist; a role in 
the next Max Lindner 5-reel super- 
comedy; pair of gold or silver cloth 
slippers made to fit by Gude’s; one 
dozen de luxe photos by Edwin Bowes 
Hesser. 

This contest has aroused a great 
deal of interest and to date there have 
been some 3000 entries, most of whom 
have been able to wear the test 
slipper, which is made of black satin 
and is size 2B. Not being able to 
wear the test slipper, however, does 
not disqualify the contestant, for the 
rules governing the contest are that 
the feet must be in proportion to the 
rest of the body and the prizes go to 
the woman in Southern California 
having the smallest most perfect foot. 
She must be over 18 years of age 
and feet only are considered. 

The slipper is now traveling over 
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the Southland under guard and being 
exhibited in shoe store windows, 
where the local Cinderellas may take 
the test. 


Novelties Still Reign Supreme 


This is truly a novelty footwear 
season and the stores can hardly sup- 
ply the demand. Women shoppers are 
asking for strap and novelty effects 
almost exclusively, while sport shoes 
are being worn on practically all oc- 
casions. This demand is one of the 
chief reasons why business is so much 
better this year than last year in spite 
of the lower retail prices. Whether 
grays will retain their popularity re- 
mains to be seen but at present every 
woman feels that she must have a 
pair. There is also more activity in 
men’s footwear and more thought 
given to caring for the men’s needs. 
The brogue and semi-brogue models 
are as good as ever. 


Boston 


CUBANS ARE FAVORITES 


A Marked Tendency Toward Lower 
Heel Models 


One of ‘the most noticeable features 
of the past few weeks has been the 
call for women’s shoes with Cuban 
heels, and high military heels. Baby 
Louis heels are having a big run and 
so are the 10/8 heels which are 
largely called for by the college girls. 

Orthopedic shoes are still favorites. 
Orthopedic footwear and women’s 
footwear in the attractive strap pat- 
terns have been strong business 
stimulators. Men’s business is pick- 
ing up a little, and in a few stores 
is very good, but the general sum- 
mary is in the one word—quiet. 


WHITE’S SELLING WELL 


In Combination With Colors They 
Are Especially Popular 


White shoes and white shoes in 
combination with black, tans, green, 
and even wine color suede, are being 
prominently displayed and buying has 
commenced. No longer does the fact 
that a shoe is of white cause the 
business woman to hesitate, for there 
are the very effective cleaners, and 
many of the Boston shoe stores are 
displaying white pastes and polishes 
in their windows. 


Other Popular Numbers 
And white shoes are not the only 


favorites. There is a renewed de- 
mand for blacks. For instance at 
Hanan’s, W. H. Morgan, reports a 
stronger call for black oxfords than 
for the past year or two. At T. E. 
Moseley’s, brown oxfords and straps 
have been very big sellers the past 
week. Suedes seem to be as strong 
as ever and besides the grays, browns 


and blacks, a favorite is a copper tan. 

Sport shoes are popular with the 
women-folks—they are worn for 
every-day business use, as much as 
for pleasure shoes. The one and two 
straps are vieing with each other for 
favor. The rule seems to be, the one 
strap on turns, and the two straps 
on welts. 


In Men’s Styles 

In men’s styles, one of the num- 
bers which is a favorite is the soft 
plain toe blucher oxford. It is shown 
in a wide assortment of styles and 
leathers. Another popular number is 
the soft plain toe straight lace ox- 
ford. 


The Spring Season Is On 

The spring season is really here— 
buying on spring and summer models 
is on in earnest—the retail stores are 
crowded. Sales are being written 
down as fast as‘retail salesmen can 
fit the shoes and take a record of the 
transaction on paper. 


Novel Decorations Seen 

A novelty in brown calf was re- 
cently observed at the shoe depart- 
ment of R. H. White’s. It carried 
some unique decorations—the tip was 
perforated in a novel design and cut 
in the center. The shoe carried a 
perforated ball strap and perforated 
foxing on the extended back stay and 
a high Cuban heel. 


Predictions On Fall Styles 
As to styles for Fall, one of the 
leading shoe merchants thinks that 
heavy grain leathers for both men 
and women are going to be good. 
This merchant looks for a return to 
Colonial patterns in women’s shoes 
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Where toBuy 


Women’s Shoes 











“Fernco-Quality” Comfort Shoes | 

Ladies’ Hand Turned 

BOOTS, OND SANDALS 
Cushion Sock Lining 

Widths, D, E, EE 

THE 

FERN SHOE CO. 

41 ‘Water St. 
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“WOMEN’S McKAY 


Slippers. and Boots 
of Character 


HARRISON-LOCKWOOD CO. 
Pastors, Hoverhill, ae. 








Boston, 108 








Lower Priced 

than the Best, 
Better Quality 
than the Rest ! 





MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y 











E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











WOMEN'S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


On ts 
Inquiries Promptly Answered 


Felstiner-O'Connell ShoeCo.,Inc. 
Washington Street - - - Haverhill, Maas. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 

276 River St., Haverhill, Mass, 


Boston Office 
207 Eesex Street 








"WE SAVE youa WEEK ON DELIVERIES? 
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Where to Buy 


Women’s Shoes 


























BOUDOIRS IN STOCK 
Black calf, all leather sole, all 
leather heel. Silk pom-pom, 
quilted sock lining 

Price $1.15 Net 
ESSEX SLIPPER CO. 





Haverhill, Mass. : 











TURKISH SLIPPERS 
IN STOCK AGAIN! 
No.101 Sofia L —~ » Senge 
imported from Constantinople. 
Colors for immediate ‘Delivery. 
Sample and 


K-™-STONE @ IMPORTING CO a 


12-14-16 East 22nd St--New York - 








A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 
TESSIER & BOWDOIN 





50 Phoenix Row Haverhill, Mass. 














Where toBuy 


Shoes at Auction 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 














QUESTIONS 


ANSWERED QUICKLY : 


in “Where to Buy” ecolumns—a 
growing | directory for all the trade, 
presentin s answers briefly to cur 
rent problems in merchandising 
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and a decidedly lighter shade of tan 
throughout. 


New Floor Man at Walk-Over Store 

A new position was created at the 
Walk-Over Shoe Shop, Tremont 
Street in February—that of floor 
man—and E. C. Cook, formerly in 
charge of the Granite Shoe Store, 
Quincy, Mass., was chosen to fill it. 
Mr. Cook has charge of the street and 
second floors. The new position was 
made necessary by the increase of 
business at this store—“In fact,” says 
John W. Goebel, store manager, “we 
have had the best January, February 
and March in the history of the busi- 
ness. Our increase has come through 
style shoes, strap effects and novel- 
ties.” 


The Orthopedic Trend 

“As an example of the orthopedic 
footwear trend, many women’s clubs 
are listing talks on orthopedic foot- 
wear on their club calendars,” said 
H. E. Currier of the Walk-Over Shoe 
Shop, Tremont Street. “I am already 
booking engagements to speak before 
several this fall and winter. My sub- 
ject is—‘Health in Its Relation to 
Feet.’ ” 


RETAIL TRADE BOARD MEETS 
Speakers Outline Aims and Future 
Trade Development Opportunities 


_ Three hundred men and women, : 
representing 110 stores affiliated with 


the retail trade board of the Boston 
Chamber of Commerce attended a 
“get-together” dinner at the Hotel 
Vendome on the evening of April 21. 
Felix Vorenberg, president of the re- 
tail trade board, presided, and gave a 
brief resume of the activities of the 
board, which, he reported “was doing 
good, wise work” and had become an 
important factor in the business life 
of the city. 

“Out of our 110 members,” he said, 
“we find both large and small mer- 
chants all ready to do their duty. We 
have 15 different committees con- 
stantly at work. One of the most 
important of these is the committee 
on practices and policies, which has 
brought about uniform closing during 
July and August, has_ established 
standard business hours and encour- 
aged early Christmas shopping. It 
has encouraged the adoption of the 
Harvard medical plan, so that most 
of our stores now have a nurse and 
a medical department. Recently we 
have arranged lectures on the fine 
arts, and nothing we have done in 
recent years has created so much in- 
terest among the employees as these 
art lectures. 

“Moreover, the retail trade board 
has established better business ethics 
and a better fellowship. It has made 
it possible for employer and employee 
to sit and talk together in a spirit of 
comradeship, like one big family. 
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The merchants are no longer dis- 
courteous to their. competitors. We 
have come to the conclusion that we 
are all here for the purpose of helping 
one another.” 


Off for Europe 

F. Everett Dyer, European repre- 
sentative of C. D. Kepner Leather 
Company, also representing several 
other concerns in the shoe and leather 
trade, sailed today, April 30, on the 
S. S. “Lorraine” for Paris, France, 
where he will have headquarters at 
19 Rue Coysevox. Mr. Dyer will take 
full charge of the foreign business of 
the American firms which he repre- 
sents on the other side, and also any 
other business which may be entrusted 
to him from the shoe and leather 
trade. Accompanying Mr. Dyer is M. 
Ernest Perrin, who was official repre- 
sentative of the American Section, 
Lyons Fair of 1920, and is publicity 
man for tourists resorts of Southern 
France. Prior to sailing from New 
York today, Mr. Dyer made a visit to 
the Newark factory of the Boyden 
Shoe. Mfg. Co., and was the guest of 
the President of the concern, A. L. 
Slavens. 


WELL KNOWN LAST EXPERT 
Lefavour Becomes General Sales Man- 
“ ager for United Last Co. 

The United Last Co. of Boston an- 
nounces the appointment of Walter S; 
Lefavour as general sales manager. 
Mr. Lefavour has spent most of his 





(Photo by White’s Studio) 
WALTER S. LEFAVOUR 
Sales Manager for United Last Co. 


active business life in the manufac- 
turing and selling of lasts, therefore 
bringing a ripe training to his new 


position. His experience covers over 
a score of years and he is, therefore, 
a practical man in all branches of the 
business. Mr. Lefavour first became 
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a prominent figure in last manufac- 
turing as a member of the O. A. 
Miller organization of Brockton. 
When Mr. Miller started the United 
Last Company in 1903 Mr. Lefavour 
was made treasurer and general man- 
ager of the business, subsequently 
going to the Boston Last Co. as their 
superintendent, later being engaged 
by the Thomas G. Plant Co. and final- 
ly joining the organization of John 
Pell & Son of Newark, where he held 
the position of general manager for 
about eleven years. 


Welcomed Back to Store 
C. W. Pollock, store manager of 
Thayer McNeil Company, recently re- 
turned to his store duties. He had 
been confined to his home for a week 
with a severe case of grip. 


ASSOCIATED SHOE CO. MEETS 


Places Big Bunch of Orders for 
Immediate Business 


The quarterly meeting of-the As- 
sociated Shoe Co. was held on April 
13 at their headquarters, 110 Summer 
Street. Sixty out of the association’s 
membership of 90 were present. 
President D. F. Sullivan of Fall River 
presided. Lincoln R. Welch, Presi- 
dent and Treasurer of the Fitchburg 
Mutual Fire Insurance Co. gave a 
talk on- Fire Insurance. 

It was voted unanimously to adopt 
the resolution as presented by Arthur 
D. Anderson, Editor of the Boot AND 
SHOE RECORDER, at the recent annual 
meeting of the Massachusetts Retail 
Shoe Merchants Association. The 
Associated Shoe Co. is likewise op- 
posed to a sales tax collected at re- 
tail only. 

Quite a large volume of orders were 
assembled and passed on to the manu- 
facturers on goods principally for 
immediate business. A little later, 
the Associated Shoe Co. will take up 
the consideration of Fall lines. 


Purpose of the Association 


The Associated Shoe Co. was organ- 
ized under the laws of Connecticut 
fifteen years ago for the purpose of 
economical buying. Orders are as- 
sembled from the ninety members and 
are placed with manufacturers in the 
same manner as a wholesaler would 
order. This combined buying strength 
has proved very advantageous to its 
members, as well as to the manufac- 
turers. Fred J. Rode is the Boston 
Manager, “Si” Knowles of the W. 
G. Simmons Corporation, Hartford, 
Conn., is Secretary, and D. F. Sulli- 
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van, Fall River, President. 

At one time the Associated Shoe 
Co. carried stock on the advancing 
market, but on this, a falling market, 
the company is operating differently. 

Mr. Rodes is a capable findings 
man and attends to the placing of 
the extensive orders of the Associated 
Shoe Co. in this line. One of the 
live-wire members of the organization 
is Fred W. Small, Manager of the 
shoe department of the Gilchrist Com- 
pany, who made the following state- 
ment shortly after the annual meeting 
of the organization—“This is a time 
when we must al]l work together as 
diligently as we know how in order to 
cut down the distance between the 
cost of the creation of an article and 
the price the consumer must pay. An 
organization which will do that helps 
all around—it helps to enliven busi- 
ness in our stores, as the lower we 
can sell, the more goods we can sell. 
It helps labor and capital, as the more 
the merchants order from the manu- 
facturer, the more labor he can pay 
and the more he can buy from the 
raw material man. The three great 
elements in business are—first, raw 
material; second, capital and third, 
labor. Without capital, raw material 
will lie dormant, and without capital, 
labor will lie dormant—the three to- 
gether make a perfect combination.” 


WHOLESALE BUSINESS 
EXCELLENT 
On Women’s Low Cuts at The Travers 
Shoe Co. 

The John F. Travers Shoe Company 
reports an excellent business on men’s 
and women’s low cut footwear. In 
women’s lines, ball straps and strap 
pumps have been the favorites. The 
Travers Co. is anticipating a good 
seasons business on sport Oxfords in 
white; also White with Brown and 
Black trimmings and believe strap 
pumps of suede and kid will be popu- 
lar throughout the season. 


Visiting Buyers 


A full line of the season’s popular 
styles is on exhibition at 110 Summer 
Street, and was recently inspected by 
the following buyers: Gosper-Kelly 
Co., Elmira, N. Y.; Selleck’s Shoe 
Store, Oswego, N. Y.; Golden Bros., 
Fairmont, W. Va.; Boyton & Crane, 
Burlington, Vt.; Trimble Bros., Calais, 
Maine; Lamey & Wellehan, Lewiston, 
Maine; Brick & Sullivan, Willimantic, 
Conn.; James Martin, North Adams, 
Mass.; Keith Shoe Co., Old Town, 
Maine; Dean Bros., Taunton, Mass. 


Brockton 


READY FOR STYLE SHOW 
Brockton firms planning to take big 
space at Boston display 
Much interest is being manifested 
among the Brockton trade in the Na- 


tional Shoe and Leather Exposition 
and Style Show, Inc., to be held July 
11-14 in Mechanics Hall, Boston. A 
considerable amount of space has al- 
ready been contracted for by local 
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BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 
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A. H. Riemer Shoe Co. 
AUKEE, WIS. 
Established 1887 








Stock Dept. 5 % 


Is at Your Serwee 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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a) New York City 
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INFORMATION ££ 


“Where to Buy” constitutes a: 
source of knowledge so that he who : 
runs through these pages may read : 
—and learn. : 





concerns. Indications are that the 
success this year will be even greater 
than the first exhibition in 1920. Sev- 
eral concerns in Brockton and the 
Brockton District will make exhibits of 
men’s and women’s welt shoes. The 
chairman of the Style Show Commit- 
tee is J. A. Munroe, vice-president of 
E. T. Wright & Co., Inc., Rockland; 
the chairman of the Publicity Com- 
mittee is Harris W. Fleming, secre- 
tary of Churchill & Alden Company; 
the chairman of the Hospitality Com- 
mittee is Thomas A. Delaney, presi- 
dent of the Boston Shoe Travelers’ 
Association and Traveler for T. D. 
Barry Company of this city. 


New Line of Women’s Welts 

Chas. A. Eaton Company is showing 
for the first time in the history of 
this concern a line of women’s welt 
footwear. All the concern’s salesmen 
have samples of the new line. There 
are 33 different styles, practically all 
oxfords. These are in circular, 
Newark and circular foxed patterns. 
They include both ball and saddle 
straps, wing tips, both square and 
pointed. Materials include light and 
dark shades of tan calf and kid, also 
black calf and kid. There are four 
lasts, ranging from narrow to broad 
toes, and military heels of three 
heights. Following the development 
of the more fancy styles there are 
two straps and onestrap pattern. 
There are two golf shoes, one of gray 
elk and the other of tan with apron 
of tan elk. Sport shoes include white 
buck oxfords also white and black 
combinations. In imitation turns 
there are one and two strap patterns 
of gray and brown suede leathers. 


Factory Association Prosperous 

At the annual meeting of Brockton 
Factory Association held recently, the 
treasurer’s report showed that the 
Association, notwithstanding unfavor- 
able business conditions during the 
past 12 months, had enjoyed one of 
the best years since its organization. 
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Brockton men furnished the capital 
several years ago to build an eight 
story brick factory owned by the As- 
sociation. This building is at present 
entirely occupied and there is a wait- 
ing list of prospective occupants. 


Seasonable Shoes in Stock 

One of the newest in stock book- 
lets gotten out by Brockton concerns 
is that recently issued by M. A. 
Packard Company, illustrating and 
describing a dozen or more men’s ox- 
fords in the Packard line. These in- 
clude mahogany shades of Russia, 
cordovan and kid in plain and brogue 
patterns, also bal and blucher styles 
of mahogany and Russia kid. The 
booklet is artistically embellished in 
colors. Each page bears the Packard 
trade mark and slogan, “Every pair 
made to wear.’ 


Close of Free Cobbling Shop 

For the past eleven weeks a free 
cobbling shop for the repair of chil- 
dren’s shoes has been conducted by 
President W. L. Wright of the James 
Edgar Shoe Store of this city. The 
shop was opened January 17, for the 
purpose of assisting school children to 
secure wearable shoes during the 
Winter months. It is estimated that 
more than $1700 was saved to needy 
children. The shop has_ worked 
steadily since it was established. A 
total of 367 pairs of shoes have been 
tapped, soled and heeled and returned 
to the owners. A total of 373 pairs 
were donated, repaired and then dis- 
tributed to children who needed foot- 
wear. 


Now Making Women’s Shoes 

Lipsit Shoe Company, a concern 
which has been located in this city 
for the past year or more, is increas- 
ing its factory output to correspond 
with the growing demand for their 
line of men’s welt shoes. Women’s 
welts are also being produced at the 
plant, this being a recent addition to 
the men’s line. 


Haverhill 


INCREASE IN WELT SHOE 
PRODUCTION 


Haverhill concerns engaged in the 
production of women’s welt footwear 
are not only increasing the quantity 
of their output but are paying strict 
attention to the quality as well. The 
demand for the women’s welts is 
largely increasing as the merits of 
this class of Haverhill-made footwear 
become better known. Several con- 
cerns formerly identified with women’s 
turns exclusively have added welts 
to their production. There are others 
which have produced welts exclusively 
since the establishment of their busi- 
ness. A notable illustration of the 
inereased production of women’s welts 


in Haverhill is the new eight story 
concrete plant soon to be occupied by 
Witherell & Dobbins Company. Such 
well known houses as Emery & Mar- 
shall Company, Welch, Moss & 
Feehan, Rickard Shoe Company and 
others are making rapid strides in 
the production of women’s high grade 
welts. 


Tongue Pumps an Attractive Feature 


The popularity of the tongue pump 
is reflected in the Hazen B. Goodrich 
& Co. line of women’s high grade 
turns. One pattern has a high tongue 
with beaded inlays. This is shown in 
gray satin with steel beads; bronze 
kid with bronze beads; and gray ooze 
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with steel beads. This pattern carries 
both full and Junior Louis heels. An- 
other is a four bar tongue died out 
or inlaid. This is shown in white kid 
with white satin inlay and irridescent 
beads; brown satin with bronze irri- 
descent beads; gray satin with steel 
beads; and dull mat kid with jet bead- 
ing. This pattern carries different 
heights of heels. There is a one strap 
made up in plain satin also with 
beaded vamps. A girdle pump is 
shown in black satin with black kid 
girdle and jet beaded inlay; black and 
silver brocade with black kid girdle 
and brocade inlay; also in canvas, 
calf and ooze with leather girdles to 
match. An especially attractive shoe 
in this pattern is the girdle Cameo 
of white kid with cameo effect in irri- 
descent beads; also in bronze kid with 
cameo tongue. A pointed tongue has 
a leather tongue and satin inlays to 
match the vamp. This is also shown 
in patent, kid and bronze and gold 
cloth, the latter with gold beads on 
gold kid tongue. An established one 
strap pattern in the Goodrich line is 
made with beaded inlays. It is shown 
in black kid with steel beaded inlay; 
gray ooze vamp and black satin top 
with jet beading; also in plain white, 
black, brown and gray. This pattern 
is also shown with white nubuck vamp 
and Polar cloth top. 


To Build Factory in Neighboring 
Town 
W. H. Butler Co., a Haverhill shoe 
manufacturing concern identified with 
the production of women’s turn foot- 
wear, has contracted for a $30,000 
shoe factory in the nearby town of 
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Salisbury. This building will be ap- 
proximately 50 by 150 feet and two 
stories in height. 


Granted Patent for Shoe Rack 

Charles E. Locke of Haverhill, who 
is associated with F. E. Adams Shoe 
Company of Newburyport has been 
granted a patent on a shoe rack to 
be used in factories where uppers of 
shoes are likely to be soiled or in- 
jured during manufacture. The ar- 
rangement of this rack is such that 
the shoes do not come in contact with 
one another and at the same time 
are firmly held within the sides of the 
rack and may be readily placed or re- 
moved. 


Returned from Western Trip 

Phil English, Jr., of Witherell & 
Dobbins Company, returned this week 
from an extended tour of the West- 
ern and Pacific Coast States. The 
results of this trip were very satis- 
factory from the standpoint of orders 
for the “W & D” line. This concern 
will occupy its new factory in this 
city early in June, planning to make 
the stock taking and removal period 
simultaneous. 


New Company Formed 

The Laganas Shoe Company, Inc. 
of Haverhill, has been granted a 
charter under Massachusetts laws. 
The capital stock of the Company is 
$10,000. The officers and directors of 
the company, all of Haverhill, are 
Abraham Merker, president; Paul 
Wilner, treasurer; and Nathan Green- 
baum, clerk. 


Providence 


PLAN EDUCATION OF 
SALESMEN 
Rhode Island Merchants to Discuss 
Round Table Plan 

On Wednesday evening, April 13, 
the “flying squadron” Member Mer- 
chants of the R. I. S. R. D. Associa- 
tion attended the Round Table Meet- 
ing, held at the Shoe Trades Club in 
Boston. Prominent speakers of the 
evening told of the value of educating 
the retail shoe salesman, and how to 
go about this by forming classes, at- 
tending these meetings, and studying 
the course of shoe salesmanship which 
is obtainable. The plan will be dis- 
cussed at the next regular meeting of 
the association, Tuesday evening, 
May 3. 


Spring Sales Very Satisfactory 


With the Easter sales taken ac- 
count of, most all Rhode Island mer- 
chants announce satisfaction with the 
result. In many instances the volume 
was well over that of a year ago, 
which because of the lower prices, 
means that more ‘merchandise was 
sold. Novelty strap effects, hosiery 





and children’s Roman and Mary Jane 
sandals helped in large numbers to 
increase the sales. In the men’s line, 
business lagged, and since then no 
marked improvement worth while has 
been noticeable. Women’s high boots 
are at a standstill, although this can 
be expected to a large degree at this 
time of the year. 


21st Anniversary at Modern Stores 
A 21 years young “Anniversary 
Sale” is in progress at the four 
Modern Shoe Stores, in Providence, 
Pawtucket, Woonsocket, R. I., and 
Fall River, Mass. A_ considerable 
amount of merchandise is being 
moved. 


Rubber Company Official Dead 

Col. Walter Rodney Williams, for 
30 years connected with the Woon- 
socket Rubber Company of the foot- 
wear division of the United States 
Rubber Company, and in recent years 
employment manager at the former 
corporation’s Alice rubber mill in 
Woonsocket, died April 15 at his 
home, 9 Trent Street, in that city. 
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NU BABY SHOE CO.. Eset Lynn, Mass. 


W-C.Goodger 


Manufacturer of 
Children’s Dlexible Gurn Shoes 
ForJobbers. i 


89 Allen St.. Rochester, > 




















HAVE YOU SEEN OUR LINES? 





FACTORY 1 FACTORY 2 
Slumber Slip Soft Soles 
Rubber Boot he Hand Made Moccasins 
Foot Comfort Slippers Infants’ Turns 
(Double Eiderdown) (l- 


In Stock Now—Nature Lasts 


THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego, N. Y. 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








‘Bonita, Shoe * Baby 











“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 








H. C. BROWN COMPANY 
150 Lines Children’s Shoes 


Guia oo to Flexibles 
Single Pairs or Cases 
Gen’! Offices, 155 Lincoln St., Boston, Mass. = 








Where to Buy 
Wanted Styles 


An extra editorial service to 
‘*Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Standard Shoe Materials 











Boggs & Cobb, Inc., Boston, Mass. : 








COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 
Formerly Walpole Shoe Supply Co 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 














The One 

Waterproof 

Leather That 

Takesand Re- 

tains a Polish 

Creese & Cook Co. $f 50""" Y3' 


Tanneries at Danversport 














MEYER THREADS 
and spool silks can be had in any 
size or color that is wanted. Also 
Diamond spool silks and Lockstitch 
thread. Be sure and order the Meyer 
thread and take no other. Manu- 
factured by the 


J. C. MEYER THREAD CO., Lowell, Mass. 











BEADED 


BUCKLES 
AND NOVELTY 
Sad WALNUT Sts PHILADELPHIA 
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Window Trim Material 


Window Displays 
BACKGROUND _ PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 


DOTY & SCRIMGEOUR SALES CO. Ine. 

















30 Reade Street, New York 
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Philadelphia 


ROUND TABLE LAUNCHED 


Frank A. Guinivan, Shoe Traveler and 
Retail Store Manager in Charge 


Philadelphia is soon to have a 
Round Table for Retail Shoe Sales- 
men similar to the one now being 
carried on so successfully in Boston 
by the Retail Shoe Salesmen’s Insti- 
tute. George F. Hamilton, Vice- 
President of the Institute, attended 
the monthly meeting of the Philadel- 
phia Shoe Retailers’ Association held 
on Wednesday evening, April 20, and 
there presented the whole plan of the 
Round Table idea. Seventy-five mem- 
bers of the local association were 
present and expressed most cordial 
interest in the work of the Retail 
Shoe Salesmen’s Institute, especially 
in the form in which it is being con- 
ducted in Boston. 


General Meeting, May 10 


According to the plans now being 
worked out in cooperation with the 
Philadelphia merchants, a _prelimi- 
nary meeting is scheduled to be held 
on Tuesday evening, May 10, at six 
o’clock in the main ballroom of 
Kugler’s Restaurant on Market Street. 
All local retail shoe salesmen, depart- 
ment managers and owners are in- 
vited. Mr. Hamilton, in his address 
to the merchants, emphasized the 
fact that the educational work of the 
Institute is a cooperative effort that 
as the salesman profits from his more 
exact and scientific knowledge of his 
job so also does the retailer profit in 
the way of increased business and 


better satisfied customers. “With a 
well trained sales force,” said the 
speaker, “the merchant is relieved of 
many of the detailed responsibilities 
of store operation that formerly 
sapped his time and effort. He has 
a more loyal, contented, capable corps 
of assistants and consequently he is 
free to give his main thought and 
effort to the larger questions of man- 
agement, operation and finance.” 


Weekly Get Togethers 


The Philadelphia Round Table meet- 
ings will be held weekly at 6.30 P.M., 
beginning, as now planned, on Wed- 
nesday, May 18. This date, however, 
is only tentative and will be decided 
on definitely according to the wishes 
of the majority as expressed at the 
preliminary meeting to be held May 
10. 

The weekly Round Table sessions 
will be personally conducted by Frank 
A. Guinivan, a nationally recognized 
shoeman of more than twenty-five 
years practical merchandising experi- 
ence—a successful traveling shoe 
salesman, retail store manager and 
foot fitting specialist. 

Membership in the Philadelphia 
Round Table will be limited to sev- 
enty-five members. Present indica- 
tions, however, are that there are to 
be at least twice that number who 
will apply for admission. In that 
event the committee in charge will 
accept membership in the order of 
application and establish a waiting 
list for all additional members. 


Rochester . 


AFTER NEW MEMBERS 


New York State Merchants Plan 
Big Drive 


An intensive campaign to double the 
membership of the Retail Shoe Deal- 
ers of New York State will be launched 
between now and the Buffalo conven- 
tion of the organization, which opens 
July 11. At the request of. President 
William Pidgeon, Jr., Elmer L. Bees- 
ley, of D. Armstrong & Co., who was 
formerly secretary of the Syracuse 
Retail Shoe Dealers’ Association, and 
who helped to arrange the successful 
convention held last summer in Syra- 
cuse, has agreed to take charge of the 
campaign. Before the Buffalo con- 
vention Mr. Beesley will visit various 
cities of the State and will work with 
local committees appointed for the 
purpose. As he has traveled the New 
York State territory and is well known 
to the trade, it is the belief of Mr. 
Pidgeon and the other officers of the 
state association that Mr. Beesley is 
particularly well equipped for the 
work. 


Plans for the Buffalo convention of 
the New York State organization are 
progressing favorably and a large at- 
tendance is looked for. 


Sport Shoes Appear—and Sell 


The warm weather of the last few 
days has brought out white shoes and 
sport oxfords. Eastwood’s, Shields’ 
and McCurdy’s, Gould, Lee & Webster 
have displays featuring shoes for sport 
wear and report that there is a de- 
mand for this type. McCurdy’s store, 
which handles women’s shoes exclu- 
sively, is displaying an extensive line 
of adaptations from French designs 
with fancy straps and inserts of vari- 
ous color combinations. 


Rochester to Be Represented 


Rochester will be well represented 
at the eighth annual foreign trade 
convention which will be held in Cleve- 
land on May 4 to 17, inclusive. This 
city is one of the big shippers of goods 
to foreign countries and has played an 
important part in the deliberations of 
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the foreign trade conventions. It is 
likely that a delegation of more than 
twenty Rochester men will be in at- 
tendance at the sessions in Cleveland. 


Buffalo House Holds Convention 


Buffalo.—The monthly conference 
and luncheon of the sales force of 
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William H. Walker & Co. was held on 
Saturday, April 9. At the conference, 
presided over by E. C. Airey, sales 
manager, many desirable new styles 
for the fall line were recommended by 
the salesmen, who find: these “confer- 
ences very helpful in these times of 
restricted buying. 


Columbus 


BUSINESS IMPROVES STEADILY 


Noticeable Increase in Sale of Men’s 
Shoes is Encouraging 


A good improvement has_ been 
noted during the last two weeks in 
the retail shoe trade and while mer- 
chants say there are no indications 
of a boom, still there is a good trade, 
which is making steady gains. The 
fact that it has rained 13 out of 15 
Saturdays of this year is pointed 
out as one reason for business not 
being much better than it has been. 

There is a very noticeable increase 
in the sale of men’s footwear. Sev- 
eral of the leading stores report that 
the sale of men’s goods is far better 
this year than during the same period 
last year. 

Strap effects are still going well in 
all colors and leathers in women’s 
footwear. All the leading stores are 
now showing the fan tongue pump 
‘in gray, brown and black suede with 
Louis heel, and the lighter shade of 
tan with the military heel. This style 
has not met with much of a demand 
among the trade so far. Merchants 
are looking forward to an exceptional 
white season and predict that sports 
will be much in demand this Summer. 


To Take Charge of Men’s Department 

A. G. Blaine, of the men’s depart- 
ment, and Roy Blazier of the women’s 
department of The Union Company 
will take charge of the new men’s 
shoe department which will be added 
to the Katz-Bryce Company when 
they open in their new location near 
Gay and High streets about May 5dth. 
Both Mr. Blaine and Mr. Blazier are 
well known shoe men, both having 
served many years with The Union 
Company. This new department will 
handle Crawford Shoes. 


Union Company Distributes Bonus 

The Union Company entertained the 
employees of the company with a 
dinner dance at The Chittenden Hotel 
at which time they distributed the 
continuous service bonuses to more 
than 100 employees. This company 
is now featuring their 27th anniver- 
sary sale, with cut prices in all de- 
partments. 


In Charge of Men’s Store 
Charles Graham, formerly manager 
of the Kirby Shoe Store on South 
High Street, has taken charge of The 


Grover Shoe Shoppe at 166 North 
High Street. This store handles 
men’s shoes exclusively. 


Foot-O-Scope Installed by Pitts 

The A. E. Pitts Company has in- 
stalled a Foot-O-Scope in their junior 
department. This instrument will 
allow the parents to view the fitting 
of footwear as it actually appears on 
the foot of the children. They have 
also. added a hosiery department near 
the entrance, where none but the best 
quality of hosiery will be carried. 
While this department has only been 
opened about two weeks it has met 
with quite a success. 


Seibert Talks On Buying 

The Columbus Shoe Club held a 
very enthusiastic meeting the evening 
of April 7th, at the Chittenden Hotel. 
This was the first of the bi-monthly 
meetings and was attended by about 
sixty members. Thomas H. Seibert 
gave a very interesting talk on the 
buyer’s position in past, present and 
future buying. A directors’ meeting 
was held at the Neil House on April 
14th at which time it was voted to 
change the name of the organization 
to Columbus Shoe Retailers’ Asso- 
ciation. 


Shoe Plants Now Full Up 

All local shoe plants are now run- 
ning at capacity and from the re- 
ports they have received from the 
salesmen it will be necessary for the 
plants to continue in _ operation 
throughout the Summer months to 
take care of the orders that the men 
are sending in. The salesmen report 
that merchants are anxious to buy 
the majority of their Fall needs now, 
as their experience during the last 
six weeks has shown them that it is 
impossible to obtain footwear when 
wanted most. 


Hide and Leather Market Active 

The last week or ten days have wit- 
nessed a greater activity in the hide 
and leather markets of Chicago and 
vicinity than has prevailed during any 
period for many months. The entire 
hide and leather trade is imbued with 
a spirit of optimism due to the active 
trading which has recently prevailed. 
Prices in both hides and leather have 
stiffened considerably in response to 
the more active demand for these 
commodities. 













Where toBuy 


Engraving and Printing 











COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











f 








183 Enaex St Boston 
71 Benbie St Brockton 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 


Telephone 4960-4961 
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Ballet Slippers 











BATHING SHOES 


IN STOCK 
soba a 
r 
Gymnasium Bhoes 
nanenainabatitiead Write for Catalogue 


BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 








A REAL HIGH CLASS 
BALLET 


Finest Workmanship 
Women’s Black vici, a Fee.-. 1.75 
Misses’ ll to 1 
“Becond Grade Viel Kid, $1.40, 6 $ 14s, 1.80 
purine SHOE CO tact t-once 
Ine, Onna Se NY. c 











326 W.MONROE ST 
CHICAGO 
Ww" SUMNER SMITH 





























Where to Buy 


Shoe Ornaments 

















A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORK 


913 Gates Ave., Brooklyn, N. Y. 











= SHOE BUCKLES 
; OF EVERY DESCRIPTION 
: BEADED AND METAL| 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO. 


ISMYRTLE AVE BROOKLYN.N Y. 
tla sommesienjerenemmedisieenneadiieil 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES, 


PROVIDENCE 











os plain 
Tene 





M. B. MARTINE, Inc. 


Show Reom—130 W. 42nd Street 
Office 148-152 Duane Street 


NEW YORK, N. Y. 


SHOE BUCKLES, STRAPS AND 
EVERYTHING IN SHOE OR- 
NAMENTATION, INCLUDING 
BEADING 











Where to Buy 


Shoe Patterns 



































SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to ‘get it, 
is a part of “Recorder” service to 





merchants. 
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Lynn 


SUEDES AND SATINS 


In the Early Fall Fashions They’ll Be, 
Says C. D. MacLaughlin 


Suedes and satins will be in the 
early Fall fashions, according to 
Charles D. MacLaughlin of the Bres- 
nahan, MacLaughlin Shoe Co. In 
browns and blacks they will be used. 
New strap styles and new trimmings 
will be introduced. Already, fancy 
French bindings are used on suede and 
satin shoes to get color contrasts. For 
instance, black satin shoes have white 
French bindings. Some new colonial 
pumps have delicately beaded tongues. 
Strap sandals of suede and satin also 
are trimmed daintily with beads. 


GOLF SHOES FOR WOMEN 


Soft Toed, Unlined, and of Smoke- 
Colored Calf Leather 


The Welch Shoe Co.,is bringing out 
a line of women’s golf shoes for June 
sales. Also it will develop this golf 
shoe for street wear in the Fall. The 
new shoes are made over a sport last 
and will have soft toes. This seems 
to be the first appearance of soft-toed 
shoes for women in the Lynn trade. 
The heel will be low and of the spring 
style, so that it will not cut up the 
surface of golf links or tennis courts. 
The sole will be of rubber, with suction 
cups and with no cleats or prongs. 
Uppers are of chrome calf leather, of 
a gray smoke shade, and are trimmed 
with a golf strap of tan calf, lasted 
into the shank. No linings are used. 


Melanson Co. Buys Hilliard & Merrill 
Factory 


The, Melanson Shoe Co. has bought 
the Hilliard & Merrill factory, 206-210 
Broad Street, and will occupy it on or 
about June 1. Hilliard & Merrill have 
moved to their new factory at East 
Lynn. The Melanson Shoe Co. makes 
welt shoes for women, misses and chil- 
dren. The capacity of its present fac- 
tory on Washington Street is 1000 
pairs daily. In its new quarters it 
will have twice that capacity. George 
W. Melanson, president and manager 
of the Melanson Shoe Co., withdrew 
from J. I. Melanson Co., Lynn, six 
years ago and started the Melanson 
Shoe Co. 


Novelty Soles of Olden Days 

Barber pole stripes, snake stripes, 
chameleon colors, and corset shanks! 
those are dazzling finishes on. shoe 
bottoms. Even a seasoned buyer of 
present-day novelties would gasp to 
see them. Maybe they will appear on 
some shoes. But the chances are that 
they won’t, for they are specimens of 
the lost art of hand finishing bottoms 
of stylish shoes. Henry McDermott, a 
Lynn expert on shoe finishes, recov- 


ered some specimens of these old-time 
finishes the other day and is showing 
them around, to see if any shoe manu- 
facturers wish to attempt the duplica- 
tion of them. The stripes were put 
on by hand and then were waxed 
over, to give them a bright finish. 
The corset shank was made by wheel- 
ing the shank with a toothed wheel 
to make the shank appear as if it 
were crossed laced, like a corset. The 
stripes, by the way, are of alternating 
colors, a black, a red and a tan, or 
a black, a green and a gray. On one 
bottom there are seven different 
colors. 


New Dressing Company Incorporated 


The White Star Shoe Dressing Co., 
Lynn, was incorporated last week with 
a capital of $100,000, with Andrew G. 
Milton of Lynn, president and treas- 
urer, and Louis D. Pappas, clerk. 


Boots for Fall 


Mr. Lally, sales manager for 
Mitchell, Caunt Co., is designing some 
nine-inch boots of black and brown kid 
leather for fall, and will have them 
ready in early May. 


Form Makers Report Business 


Lynn makers of forms for shoes say 
that their business has not yet recov- 
ered from war time economies, for 
many retail merchants are putting 
shoes .in their windows as they come 
from the factories and are not put- 
ting them on forms, to give them their 
proper shape, as well as to make them 
more attractive. Salesmen on the 
road, those traveling for wholesalers 
as well as for manufacturers, are 
using more forms than ever. That is 
to be expected, at least in the women’s 
trade, for women’s shoes are of satins, 
suedes and fine kids, all delicate ma- 
terials that look their best when dis- 
played on forms. Many merchants 
just put shoes in the window, minus 
forms, and let it go at that. Natu- 
rally, the form men think this a mis- 
take. They believe that forms help to 
sell shoes. 


Sport Shoes for Fall 


Some Lynn designers are working 
on sport styles for fall—not duplica- 
tions of the sport styles of summer 
time, but new types of sport shoe. 
Uppers of these shoes will be of Scotch, 
seal or like grains. Even box grain 
calf, a once popular stock, will be tried 
again. Some patent brogue grain 
leather also will be used. The colors 
will be tan and black. Bottoms will 
be comparatively heavy and will have 
wider edges than have appeared in 
Lynn shoes for some time. 
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Pittsburgh 


MERCHANTS TO MEET 


Dealers Bill Added Attraction at 
Monthly Meeting 


The monthly meeting of the Pitts- 
burgh Shoe Retailers’ Association 
will have an added attraction in the 
appearance of James V. Lobell, chief 
chemist of the Everett Barron Co. 
His topic will be “Leather” and the 
heads of the local organization have 
advertised among dealers large and 
small that the address will be of spe- 
cial interest not only to store owners, 
but to their salesforce as well. Ac- 
cordingly, the Norse Room of the 
Fort Pitt Hotel has been reserved for 
the occasion. Various processes in 
the leather tanning industry from 


the time the hide leaves the animal’s 
back until it is converted into the 
finished product will be explained. 


Merchants Use Billboard Advertising 


Several of the larger shoe firms 
have gone in for billboard advertis- 
ing, and the latest is Julius Schmidt, 
sponsor of Schmidt’s Kumfort Shoes, 
one of the best known of the local 
brands. Mr. Schmidt is one of the 
oldest of the downtown shoe mer- 
chants, and a few years ago remod- 
eled his establishment on Smithfield 
Street, while a few months ago, he 
opened a second store in Dormont, 
where he staged a banquet to.local 
merchants shortly after his opening. 
Kaufmann’s also are featuring their 
French, Shriner and Urner brand. 


S & E Store Moves 


That the new S & E shoe store, 
which will be opened shortly after 
May 1 at 209 Fifth Avenue will be 
the equal of the finest of its kind in 
the country is evidenced by the de- 
scription given by Charles Pederson, 
who has been manager for the last 
nine years. Mr. Pederson explained 
that the removal from the present 
quarters in the Farmers Bank was 
not a forced one, but that it was 
deemed expedient at this time in view 
of the planned enlargement of the 
banking institution. The firm was 
unusually fortunate in being able to 
acquire the site it will move into, it 
being in the heart of the town. E. C. 


Simen is sole proprietor of the S & E ' 


shop at present, his original partner, 
J. Eckert, having given up his in- 
terest some years ago. 


New Quarters—Bigger Sales 


The Ground Gripper establishment 
in the Union Arcade has seen more 
business than the former place in the 
Jenkins Arcade. When the manage- 
ment decided to move, it was figured 
that the more central location would 


get the article before the public to 
greater advantage and the belief has 
been vindicated. 


Leaves Wholesale Firm 


Charley Gordon, for several years 
one of the valued workers for Richard 
Laird, wholesaler of Ninth Street, and 
son of Jacob Gordon, shoe merchant 
of Center Avenue, has quit Mr. 
Laird’s employ, and has matriculated 
at the Dental School of the Univer- 
sity of Pittsburgh. 


Merchants Are Betting on Colors in 
Sport Shoes 


Keen merchants of this city have 
for years made it a practice to scan 
closely the advertising columns of 
the leading dry goods stores for the 
styles in dress wear. They have 
found that there is a great vogue for 
sports costumes consisting of the 
separate skirt, with a jacket which 
matches in color a stripe or motif in 
the skirt itself. In colors there are 
honeydew, turquoise, tomato red, 
white and gold, with Assyrian green. 
So varied are the colors and striking 
that the shoe men are convinced that 
the colorful sport shoe is going to be 
the great fad this summer. Such a 
prediction was made some time ago 
by the management of the Chisholm 
chain of stores, and now others are 
saying that the sales of the sport 
models will be as great as the vol- 
ume of business in straps. 


Oxfords in Good Demand 


The second week in April was fea- 
tured by a good demand for oxfords, 
as the weather was moderate, and 
the need for a low walking shoe was 
felt by thousands. There has been 
conisderable improvement in economic 
conditions since the first of the year, 
and that has brought about better 
business. There are still greater de- 
mands for women’s shoes than for 
men’s, and merchants, quick to realize 
this, have been placing great stress on 
their stocks of shoes for feminine 
wear. 


Perforated Strap Styles Popular 


Models with perforations are the 
most popular now, and the more novel 
and striking the perforation designs, 
the greater the sales. Strap slippers 
in perforations are exceedingly popu- 
lar now, while the sport pump in tan 
boarded calfskin has been going well. 
Slippers of white kidskin and pearl 
suede also have been big winners. Big 
sales of hosiery to match the vari- 
colored shoes that are passed over the 
counter to patrons are reported by 
dealers. 











k= to Buy 
Children’s Shoes 


IN STOCK 
Infante’, Children’s, 
Women’s Shooe. 


CONSOLIDATED 
SHOE Co. 








212 Essex Street 
Boston, Mass. 











IN-STOCK. 
Children’s Flexible 
Turns, sizes 1 to 8 

Popular Priced Stitch- 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


G Milow Shoe Co., I 
ROCHESTER No” 











Where to Buy 


Miscellaneous 














» VERITE” 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Service Trade Builder.” Send for our com- 
ae catalog of Shoe 
ity , Mifgrs., 81, Hi h St, Boston, jeceee 


orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Ete., for your 
Booklet, Catalog or Folder, if you place the 
printing with us; or we will Sell Shoe Electros 
at $1.25 each. 

F SEND FOR FULL PARTICULARS 

z N.H. GROVER CO., R 63, 161 Summer St., Boston 

















Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 
ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 








Better Multigraphing 
LETTERS, CIRCULARS, 
OFFICE FORMS. 
HOUSE ORGANS 
Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 
Boston, Mass. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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BRANDED OR UNBRANDED 


DELIVERIES FROM STOCK 


“VOGUE” Stock No. 657 


Mahogany Calf Saddle Strap Hi Line Oxford, 
12-iron Single Sole, Goodyear Wingfoot Half 
Rubber Heel. Brass Eyelets. Code—Courage. 


Widths A-D. 
Price $6.75 


~ ™ 


B 538—Winsor Last. Widths AA-D. Mirror Patent . 637—No. 4 Gallun’s Calf Brogue pene. Brogue 


Oxford. Widely sold for dancing and all dress Last. Code—Custom. Widths AA-D. 


occasions. Price $6.00 Price $6.75 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street j ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street 
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Scene from Florsheim photo play, “The Mystery of the Sole” 


Motion Picture Advertismg Being Adopted 
by Manufacturers 


Because a story can be told in many 
cases much more effectively by means 
of pictures than through the medium 
of words, the motion picture industry 
presents unparalleled possibilities as 
an advertising medium. Several shoe 
manufacturers, realizing this fact, 
have had films prepared which com- 
bine sales talk with an interesting 
story—and have obtained distribution 
of these films in communities where 
retail merchants handle the brands 
advertised. One of the most recent of 


these films to be produced is that of - 


the Florsheim Shoe Company of Chi- 
cago. 

This picture, which was produced by 
the Rothacker Film Company, fea- 
tures Florsheim shoes in a very un- 
usual manner. A dealer may have his 
name, address and, if desired, his 
slogan attached to the end of the film 
loaned for his use. 


Humor a Desirable Element 


The picture is entitled “The Mys- 
tery of the Sole” and is clever and 
full of laughs. Its photography and 
production are of a quality which 
would entitle it to entre on the 
screens of the highest class movie 
theatres and will add to the prestige 
of the store whose name appears at its 
end. 

The opening of this farce comedy 
advertising film shows the office of the 
Punkerton Detective Agency which 
does “all kinds of detecting at all 
times.” The phone rings. The. Chief 
grabs a pair of false whiskers, quickly 
disguises himself and answers the 


phone. He is given a mystery to 


solve. 
The Plot Thickens 


The window shades are pulled down 
and the trusty ouija board brought 
out. The Chief and his lieutenant 
summon the spirits but the mystery 
proves too deep for ouija. Then the 
Chief tells his lieutenant to go out 
and solve the mystery. The lieuten- 
ant quickly disguises himself and 
fares forth. In front of a bank he 
finds his first clue—on the bottom of 
the shoe a pedestrian has stopped to 
tie. And next, as a lawyer is about 
to step into a limousine, the sleuth 
grabs one of his feet and scrutinizes 
the sole through a magnifying glass. 
But still the sleuth is not at the trail’s 
end. Next we see him in a fashion- 
able restaurant. Moving cautiously 
up to a table occupied by honey- 
mooners he focuses his magnifying 
glass on the sole of the bridegroom’s 
shoes. The evidence he obtains here 
clinches the case. 


Staged in Chicago 


He rushes to the phone to tell the 
Chief “The mystery has been solved— 
the best dressed people wear Flors- 
heim Shoes.” 

The cabaret scenes were staged at 
the Edgewater Beach Hotel in Chi- 
cago. Other scenes were made in the 
business district of Chicago and in 
the Chicago Rothacker Studio. The 
film is 260 feet in length, remaining on 
the screen about four minutes. 


Made Sales Manager of Elbinger Shoe 
Mfg. Co. 
. W. E. Conners, known to the shoe 


“merchants the country over, and more 


particularly in the East where he is 
remembered as heading the W. E. 
Conners Shoe Co., the Boston whole- 
sale house, for several years, has ac- 
cepted the position of sales and ad- 
vertising manager of the Elbinger 
Shoe Mfg. Co. of Cincinnati. The 
Elbinger Company has been special- 
izing on novelty McKay sewed shoes. 
Plans for this year call for an in- 
crease in business of 100 per cent over 
last year, which was the biggest in 
the firm’s history. 








Where to Buy 


Shoe Polishes 

















BETTER WHITE DRESSINGS 
\e = MAGIC WHITE 
1 1 LIQUID CLEANER 
BROURMOOES | GUEDE $e Pam 
$2.00 PER DOZEN DOZEN 
P. J. LAGOMARSINO & CO. 
641 ARCH ST. . PHILADELPHIA 











DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Just over thirty years ago VICI 
KID was originated by Robert § st 
H. Foerderer. re 


Thirty years is a long time back § as 
in any business history, and so § K 
we are pardonably proud of the 
fact that this house still remains 


the sole maker of VICI 
—and that the standards which § R 


VICI raised have been main- | 


tained. 









REM < Sait OE ER GE To Ye 


‘ 
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"[ f In ordering VICI shoes you 
rt | should bear these facts in mind, 
remembering also our assurance 
that we realize our responsibility 
k f as sole manufacturers of VICI 


0 f KID. 








hf Robert H. nn Inc. 


a Sole Producers of Vici Kid 
Rhiladelphia 





Pennsylvania 














9, THERE NEVER HAS BEEN ANY OTHER | 
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No. 5037 No. 5040 
Norwegian Calf Light Brown Calf 
Goodyear Welt Goodyear Welt 

$4.50 $5.75 


NO. 5041 
Light Brown Calf 
Goodyear Welt 
$5.75 


FALL BUYING 


There is NOTHING IN SIGHT that indicates 
a SUBSTANTIAL SHIFT of either PRICE or STYLE 
for THIS FALL SEASON. 

A NEW STYLE FEATURE will now and then 
appear, and PRICES MAY VARY SLIGHTLY UP or 
DOWN, but THERE IS NO HAZARD in PLACING 
ORDERS TODAY for FALL DELIVERY. 


BUY NOW - - - CAREFULLY - - - REASONABLY, 


and IN YOUR BUYING, YOU WILL DO WELL to 
give CONSIDERATION to OUR CONVINCING LINE 
of SPORT BOOTS, OXFORDS and STRAPS, in GOODYEAR 


WELTS and FLEXIBLE McKAYS. 


WE ARE PREPARED for the WHITE SEASON, and 
CAN GIVE YOU THREE WEEKS DELIVERY on MOST 
ATTRACTIVE WHITE NUBUCK SPORT SHOES, in PLAIN 


and CALF TRIMMED. 
PRICES ALWAYS RIGHT. 


MANCHESTER, N. H. 





New York Sample Room: 


Chicago Sample Room: Boston Sample Room: 
127 Duane St. 


1726 Republic Bldg. 207 Essex St. 
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MERCHANTS WORK TOGETHER 
“Put Over” Co-operative Advertising 
Stunt to Boost Shopping Section 


So important has the retail shoe 
business become in this city and so 
great has its expansion been, that 
“shoe street” has come to the front 
and is occupying the center of atten- 
tion for the time being. “Shoe Street” 
is a thoroughfare that extends in 
East Sixth Street between Euclid and 
Superior avenues in the heart of: the 
shopping district. 

Seven retail shoe merchants on the 
street combined their advertising re- 
cently to call the public’s attention 
to the new shoe center. A full page 
ad was published in each daily news- 
paper, and the thoroughfare was un- 
usually crowded the next day. 


Merchants Work Together 


Although the seven competitors are 
pretty close together, they comprise 
a happy family. It is the first time 
that any group of merchants in the 
city have combined their advertising 
to educate the buying public into go- 


















George J. Nichols, President of the 
N. S. T. A., has appointed T. A. De- 
lany temporary secretary to succeed 
Fred W. Stanton, who recently re 
signed. In addition to his duties as 
“sales ambassador” for T. D. Barry 
Co., Brockton, Mr. Delany is editor 
of the National Shoe Travelers Mag- 
azine and president of the Boston 
Shoe Travelers Association. He is 
well known to the traveling fraternity 
and is a great favorite with all. 




















THOMAS A. DELANY 
Temporary Secretary of N. 8S. T. A. 





Delaney Temporary National Secretary 
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ing to a certain street. They com- 
bined their effort to put across in a 
big way the fact that East Sixth 
Street is the center of the shoe re- 
tail business, and although some of 
the other merchants along Euclid 
Avenue might dispute the assertion, 
yet there is plenty of evidence to sup- 
port the “shoe street’ idea. 

“Shoe street” is coming in for 
more boosting. At the Stetson boot 
shop, the management asserted that 
co-operative advertising has brought 
surprising results already, and that 
more of it would be done. At the 
Ground Gripper Store, the argument 
was. advanced that by co-operative 
effort a greater splurge can be made 
than by working singly. Not one of 
the seven merchants on the street 
would have been justified in contract- 
ing for a full page of advertising, 
but the seven, by pooling their in- 
terest, were able to, with the result 
that they not only attracted attention 
to advantages E. 6th Street has for 
shopping for shoes, but each adver- 
tiser in the page got some corking 
good publicity. 




















FRED W. STANTON 


Fred W. Stanton was one of the 
builders of the National Association. 
In addition to his duties as South- 
ern salesman for Johnson Bros. Shoe 
Mfg. Co. of Hollawell, Me., and 
Keith & Pratt of Middleboro, Mass., 
he had occupied the position of Na- 
tional Secretary of the N. S. T. A. 
continuously for the last ten years. 
Every effort was made to induce him 
to continue his good work for the 
boys on the road, but certain condi- 
tions have arisen since his re-election 
at the Des Moines Convention which 
have made it impossible for him to 
continue his secretarial work. 


% The coupon's enough. 





‘ There's nothing-- 


£ YOU need more-- 
° Or understand-- 


LESS about-- 


|, Than KELLY SERVICE. 


j Unless you've used it- 


And know-- 

How overstocks-- 
And surplus goods-- 
ARE moved-- 

By UNUSUAL-- 
ORIGINAL and-- 


Le SLT RRS OS alse ale onenabs 


Constructive-- 
Selling methods. 
Ran.a sale-- 

Last month-- 

For a merchant-- 
In Alabama. 

I'd like to tell-- 
: YOU about it-- 


STP OE MAB wt tre ete Me) te 


ME better then. 


Yes-- 











‘For you'll understand- § 


ivi emaacce cee 


Site 
we 


penasipies 


























T. K. Kelly Sales System 
2548 Nicollet Ave. 
Minneapolis. Minn. 


Size of my stock 





Name 





City State 
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Herman’s 
‘Famous 
Specials 


No. 151 
Navy Style 


Genuine Gun Metal Calfskin 


$4.00 


HOE stores sales records tell nothing but facts. In the thousands of 
stores carrying Herman’s Shoes they show this: 

Herman’s are the best shoes obtainable for the widest range of spe- 
cial uses that American men have for their footwear. 

Take this Navy Style No. 151, for instance: Fine-looking, a 
product of the best obtainable materials and workmanship—and priced 
in the exact spirit of the times. 

Consumer demand for special shoes for all occupations—the pro- 
fessions, business, military life, labor, and outdoor use—is supplying 
the activity and profits in a majority of shoe stores today. 

Herman’s prices are strictly on replacement costs. Herman qual- 
ity and value lead the Specialty group. 

The steady demand for Herman’s is a retail store’s best provision for 
steady sales. 


Mei 


STS 
wa 


Style 151 is in stock, in full sizing 


JOSEPH M. HERMAN SHOE COMPANY 


BOSTON, MASSACHUSETTS ; 


D 
: oy 
ae od SR ROR Oe 
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. 
323— Brown 





Style 323 


Satin 
Louis Heel, rn 


321—Black 
Louis Heel, 


138—Black Satin Strap 
Louis Heel, McKay 


Satin Strap 
Turn 


Louis Heel, McKay 


328—Gray 
Louis Heel, 


329—Gray “ee 
Louis Heel, rn 


Suede 
Turn 


Strap 


Strap 











Style 350 


Louis Heel 


Louis Heel, 


355—Dull 
Louis Heel 


292—White Kid, 
Full Louis Heel, 


Kid Strap, 2 


= 
Turn. 


eel, 
et Hy Canvas, 
Full Louis Heel, Turn. 
197—White Canvas, 
Heel, Turn 
198—wWhite Canvas, 
Heel, Turn 


tary 








Style 211 


326—Brown Suede + am il 
Full Louis Heel, Turn 


Strap bn ¥ Full 
A-D 


139—Black Satin Strap Baby Bt econ 


350—Black Kid Strap, 2 Butt Cov., Full 
A-D #4 50 


396—Patent Strap, 1 Butt. 
Turn 


294—Dull ue. Girdle Strap, A Louis 
ate yok Cov. 


Strap Ot: 


353—Dull Kid, Strap 2 Butt, Lea. Mili- 
Heel A 


8332—Brown Suede Strap, 1 Butt Junior 
Cov., Full Louis Heel... 


RECORDER 





Novelties That Are Profit-Makers | 
NOW—In Stock—NOW 





$5.00 


Cov., Full 
A-D $5.00 


Cov., Full 
B-D $4.00 


00 


Coy., Full 
A-D $6.00 


wu ye Full 
A-D $6.00 


“Style 328 








£8 Full 
A-D $4.00 


YY Lea.. 
A-D $4.00 


Strap Cov., 
-A-D $5.00 


D $4.50 


-A-D $3.00 
Louis 
A-D’ $2.75 

,» Cuban 
A-D $2.75 


Style 326 





-D $4.00 





2 Butt Cov., 
..-A-D $5.75 


-A-D $5.75 

















211—Dull Kid, 


209—Same 

210—Same 
Buckle 

216—Black 
Louis Heel 


201—Dull Kid, 
Heel 
207—Same in Dull 
206—Same 
200—Same 
217—Same 
Buckle 





Colonial, 


Cuban 
a- 


255—Same in Gray Kid.... 
Colonial 


Kid. 








383—Beaver Suede Strap, 2 Butt Cov., 
Full Louis Heel A-D $5.50 


325—Black Suede Strap, 2 Butt Cov.. 
Full Louis Heel A-D $5.50 


333 
Cov., Full Louis Heel....A-D $5.50 


8386—White Kid Strap, 2 Butt Cov., 
Full Louis Heel A-D $5.50 


4.00 
Lea., 
4.00 


on Strap, 2 Butt Lea., Louis 
A-D $ 


365—Dull 
Louis Heel 


Kid Strap, 2 oa 





360—Black Kid Strap, 2 Butt 
Lea. Military Heel.A-C $4.00 


361—Patent Strap, 2 Butt Lea., 
Military Heel ....A-D $4.00 








Style 277 











ny ma Calf Oxford, Ball Strap, 
Cuban Heel, elt A-D — 
a oy * Tan Calf Oxford, Ball Sie 
> D 


: am Strap, 
134—Liczht Tan Strap, Ball Strep, Mili- 
tary Heel B-D $3.75 

Our new folder shows all the 

new novelties that are in stock. 

Write for it! 





THE BOARDMAN SHOE COMPANY 


566 ATLANTIC AVENUE 


BOSTON, MASS, 
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of Strength 
and Durability 


The “Rock Oak” stamp on the 2 | ne: . F or Merchants 


sole of a shoe is the wearer’s as- [VA 
surance of Quality and Value. iy wr os = lnc 


Merchants who recognize the NY 5) ” SS aie es a, fons 


call for “Better Shoes” will in- A Real Shoe to Retail at $5.00. 
vestigate th lai Genuine Goodyear Welt 

ga e e Claims we make Misses—12-2 sizes, B, C, D widths 
for “Rock Oak” soles. 


’ "ay 
\ ‘ 
A W 


Toppie (6% inch) pattern. 

Full grain mahogany calf. 

Full length vamp with cap toe. 
High grade trimmings and linings. 
Fast color eyelets. 

Heavy solid leather innersoles. 
Grain sole leather counters. 

All solid leather heels. 

Heavy special top pieces. 

Prime scoured oak bend soles. 


— a ) 
\ 
v 


YY x Wein, 


Ask your manufacturer to 


—— 
\We NY 


MSS 
=" AAA 


show you samples with “Rock 


” 
Oak” bottoms. Made over an up-to-date last that 


appeals to the best trade. Fine 
fitting pattern in A to D width. 
Stock shoes, B. C. and D only. 


eR 
Say 


Send for In-Stock booklet 
The L. D. Stickles Shoe Co. 


(Manufacturers) 


Red Wing - Minn. 














By 


THE AMERICANOAK Leaver C. 
Cc ATI Oo. 


’ INCLNN. 
CHICAGO, ILL. BOSTON.MASS. ST LOUIS.MO 


What can we do to help you get “More Shoes Sold 
Right?” Write us about this. 
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Buyers’ Easy Reference Directory 


LEACH 


SHOES 
JOBBERS ONLY 


Misses’, Children’s and 
Infants’ medium priced 
turn shoes in all leathers 
and combinations. For Do- 
mestic and Export trade. 


Write or wire to factory. 


E. F. LEACH 
184 Market St., Lynn, Mass. 








a 


A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper ‘for home comfort. Made 
of buck, deer or elk. Sizes for men, women, children and 
infants. Plain or Fancy. 

Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalogs and price list sent at your request. 


J. 8. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 





Allows the feet to spread. A 

sturdy little shoe for play and 

all around wear at home or 

in the’ country. Korry 

Krome Flexible Sole. Made 

in Smoked, Tan and Dark 

Brown. Infants’ and 
growing girls’ sizes. 


Retails for 
$2.50 to $3.00 


Send for samples 


COLLYER MOCCASIN CO. 


245 Burrill Street - - Swampscott, Mass. 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
332 Summer St. Boston, Mass. 








EXPERIENCE 
Pel BASEN | 
HARNEY, TRACY, CREHAN CO. 


FACTORY * 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 
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LDL 


REAL QUALITY STRAPS 


ATEST designs in the fashion- 
able colors—both beaded and 


plain. 


OURRGROROCRER: 


Write for Samp! es 


Prompt Service Best Quality 


The MacNeil Co. 


219 MARKET ST. LYNN, MASS. 














SDECHEGEREGSEREERRRORERORRREERRERSHRERROSEREEEEE! 
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Sizes Made in 
2-5...$1.30 Patent Leather 
5-8... 1.55 Gun and Tan Calf 
Ready Now White Nubuck 
Booklet on Request. 

Sturdy little shoes of real merit. Made with choice 
leather quarter linings and counter. Equipped with 
tough yet flexible 8 iron sole. Other styles in stock 


2-11. You will be satisfied with their salability. Your 
trial order opens the way to new business. 


JAQUES & CLEMENT 


Haverhill, Mass. Boston Office, 215 Essex St. 




















——_IN STOCK — 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 


Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 


Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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HANNAHSONS 
BLACK 


and 


BRO 
SATINS 


B, C, D, 2% to 8 

16/8 half LXV heel Baby Louis heel 
B-110 Black Satin 1 strap........ $3.25 B-140 Black Satin'1 strap 
B-340 Brown Satin 1 strap B-335 Brown Satin 1 strap 





HANNAHSONS SATINS will increase your sales mightily. They have done it for others and will do it for you. 
HANNAHSONS SATINS are POPULAR PRICED. Feature them as “LEADERS” in your regular or special sales. 
HANNAHSONS SATINS have every appearance of shoes for which much higher prices are asked. 
HANNAHSONS SATINS compare favorably with higher grades. We specialize in fabrics. 

HANNAHSONS SATINS are IN STOCK. You can get them as ordered and when ordered. 


HANNAHSONS SHOE COMPANY 
35 WINGATE ST—HAVERHILL, MASS. 


SSSNSSNNSNSNNVSNNNNN NNN S 


oKeith Konqueror’ ? “Zullclin— 


“The factory © busy filling a volume of ordero 
which are significant of the high standing our mene 
and women’s line. maintain in the rade. “We have 
had cance many limes this ceason bo have our hate pinch 
hor the reason that co many dealers have written and 
complimented ws on the style and workmanchify which 
our shoes have revealed. “We ouggest thal you have. us 
place your name on our mailing Uist for cataloque and 
other business literature. 

“The “Preston 13. Keith Shoe Co. 
“Brockton, Wace. 


A.A. 290 “Broadway— Boston, 207 Gesex Streel 


TISSSASSESESSSSSSTESSSSSSSESSSESSESSSSESSESISSESES DSSS D Didi de de de vove toate bebe be Nabe baba babe be hahahaha babe ahaha hanes 


LAAALASSSSSELELSSEssSEsBssSssEssSsBsBsasasasssassassasasasssssassssssssruss 
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HERE ARE TW 
Ki E ie 
© REAL WINNERS [ 
IN STOCK NOW 
: = 
., is 
.| These two new models are is 
: present STYLE LEADERS and s 
2 are BIG SELLERS iS 
Fy e 
es These numbers will S 
5 bring them flocking to is 
. your door K 
~~ ‘2 
dg GET THE JUMP = 
5 ON YOUR Ke 
. COMPETITORS ee al 5 
.' No. 2031 as these White Levor Kid ‘‘Walk-Croft Proc- is 
gente ramen ni tps 17/8 PO cena? cy at carne 148 Baby Hie 
. - SS oh.c3 yles are in ee Poveda sn wd iven. a6 é 
~" ? 
Same as Pm Pry baby Louis r ig x er | Heel, “? anor i7/~ Rul Widths B 

Ey Heel. Widths, A to C....... 86.00 your order ee cee ate 86.00 






~ 


SAKS-METH SHOE CO. 


(Note Our New Address) 
157 DUANE STREET NEW YORK, N.. Y. 


DETROIT OFFICE—45 Rowland Bldg., Detroit, Mich. Paul Solomon, Rep. 
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OU can’t afford to have a 
shoe lacer come between 
you and future dollars. If you 














CORPORATION 


3 sad | 62 Q” fe are going to sell a man anything 
= sell him something he will be 
3 N R & glad to recommend to his 
3 Ow eadv ZA friends. And that is exactly 
3 . ‘ on = what you do when you sell him | 
Immediate delivery on this good iL Nufashond Fabric Tipped 
. ri ce 
3 fast-selling number. White Levor 1g Shoe Lacers. 
Cab. Fine Turn. 1 " i {& Nufashond Fabric Tipped Shoe Lacers are made to 
ros . . " Two Strap High fe8 give long wear-and the Nufashond Fabric Tip is 
or Junior Louis Heel. A part of the laver itself—it can’t come off. It will 
3 Reg Sizes Widths B-C og not discolor—wear shiny or twist out of shape. 
3 ‘ {% There are no but’s or and’s or if’s about it. Your 
3 S money cannot buy a better lacer and we will prove 
< it. 
3 & And in all colors—flat or tubular—for all sizes and 
3 & styles of shoes. 
a To help you sell more we will supply you with 
3 ~ display case, signs and all the selling help you need. 
3 & Ask your jobber for samples and prices 
3 & | 
3 a 
3 & Reading, Pa. 
a 
5 S ) 
COMMODORE SHOE = 
& 





3 

3 “The Live Line of the Shoe Line” 

S] 104 Reade Street New York City & 
x 


FRUGAL RAN GN PL ALAARBE 




















THE FABRIC TIP-IT CAN'T COME OFF 
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AMMAN 


IN STOCK BROGUES 


Stock No. 580—Brogue Last. Gallun ,S. e Ox- Stock No. 587—! allun - A. 
pee. AA, Pe oils he nd B, 6 t Sits at Brogue Oxford. PRewhide “Slip Sole PA 


Oaks Shins Oxford 


No. 372 


FENWAY LAST 


Patent C. S. Oxford. 3 Bevel Edge. -— —_ Sok 
eine ae AA, 6% t to 11; A, B, Bis 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street. NEW YORK: 651 Marbridge Building. CHICAGO: Room 706, Security Bldg. 
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Let them now buy White Canvas Shoes 
Who never bought before, 

And they who always bought 

Now buy the more. 


OUR 
IN STOCK 
DEPARTMENT 
GIVES PROMPT 
SERVICE 


TURN 


No. B-195. Superfine White 
Duck Turn One Strap os ve 
LXV Heel. B, C, D, 

to 8—$2.50. 


Every prediction points to the biggest White season 
ever. 
HANNAHSONS WHITE CANVAS NOVELTIES 
WILL ACCELERATE YOUR SALES. 


We Specialize in Fabrics. 
POPULAR STYLES AT POPULAR PRICES. 


TURN 


No. B-200. Superfine White 
Duck turn One ae Half 
raat A Heel. B, C, D, 2% to 


Terms—2% 10 days 
Minimum orders, 1 doz. pairs 


HANNAHSONS SHOE CO. . 


35 WINGATE ST. HAVERHILL, MASS. 




















HUNKINS TURNS 


Sales You Are Losing 


Stylish Effects in Growing Girls Pumps with 10/8 Mil. 
Covered Heels 


Kent K. Chambers E. Sternberger 
Pacific Coast 








F. M.. & C. A. Beckett 
Eastern Coast & Middle West 
New England States 


W. O. HUNKINS & CO., 
Haverhill, Mass. 


White Eve Clth. 
White Cab. & Calf. 
Satins Blk. & White 

Silver Clth. & Gold Clth. 





141 Essex St. 
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Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South American 
.Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade- 
mark rights in a trade name or mark to the first 
applicant, irrespective of prior use by another. This 
allows the piracy of valuable Trade-marks in such 

Prices of Apache Moccasins countries. 
Babies’ sizes, 1, 2, 3, 4, 5, per pair The Boot and Shoe Recorder maintains Patent 
Child’s sizes, 6, 7, 8, 9, io. Rs Snkeindick sean anne and Trade-mark Department fully equipped to 
Misses’ sizes, 11, 12, 13, 1, on Sow OUR ccane ness angedes promeny handle your applications for Registration 
Ladies’ sizes, 3, 4, 5, 6, per ° Trade-marks in all Foreign Countries, as well as 
Men’s sizes, 7, 8, 9, 10, 11, = Wccciacansdacwuaskass 1.17 _ in the United States. Address all inquiries to Boot 


and Shoe Recorder Patent and Trade-mark Depart- 
ARROW NOVELTY CO., Inc., 108 E. 16th St., N. ¥. C 





Apache Beaded Moccasins 


House Slippers which combine comfort, durability and 
attractiveness. Made of Tan Ooze Sheepskin. A display 
will brighten your window and the sa!'es will surprise you. 
Send for a pamphlet which shows an entire line of these 
Moccasins. 


ment, 207 South St., Boston, Mass. 
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WOMEN’S STAPLE SHOES 


| 
os 


Dependable staples mean 
consistent profit to the mer- 
chant. Fluctuations of fash- 
ion do not disturb him for his 
success is founded on the 
basic principle of merchandis- 
ing, the supplying of foot- 
No. 019—Ladies’ Two-Strap wear of proper fit, service No. 075—Ladies’ Tip Oxford. 


Sandal. and value. This comfortable low-cut is a 

This useful low-cut is for semi- ; , common-sense shoe—but we add 

dress wear. We manufacture it Fisher’s quarter century of manu- a tip to the toe, which makes it 

with either one strap or two, a facturing these particular kinds serviceable to the wearer who 

form which combines both nov- of shoes is indicative of the serv- wants a shoe easy to walk in but 
ice you may expect from us. stylish enough for street use. 


oA SPisner MESON 


LYNN, MASSACHUSETTS 
ssenosnseoer BOSoSeseoeeaseesoo oso ggg 0G oS 


Boao 
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\ASoongse 
Sea oh oh BB yl 


Be 


Bi 
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STRAPS —_ 
G saex 


There is no debate that our 
Straps sold thousands of plain Sonnac. 


pumps, and it wilt be to your ABSOLUTELY FIREPROOF 


advantage to put our straps on 
400 Rooms, 300 Baths signify 


discontinued white kid or can- the scope and comfort of i 

. Essex service. Our business is 
vas or any other kind of pump. a a i en, kk a oe 
° ‘ . ‘ please particular people, we 
Special attention given to job- have diligently applied our- 
selves for years. If your time 
bers and finders. be long or short in Boston, you 
can make it count for most by 
stopping here. 


inspection. ; THE HOTEL ESSEX CO. 
BOSTON 


McCARTY BROS. 


Vanity Novelty Works a 
913 Gates Ave., Brooklyn, N. Y. ra. 





Our samples are ready for your 
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The Mistakes of Life 


To attempt to set up your own standard of right 
and wrong. 


To try to measure the enjoyment of others by 
your own. 


To expect uniformity of opinions in this world. 
To fail to make allowances for inexperience.. 


To endeavor to mold all dispositions alike. 





Not to yield to unimportant trifles. 

To leok for perfection in our own actions. 
To worry ourselves and others about what 
cannot be remedied. 

Not to help everybody, wherever, however and 
whenever we can. 


10. To consider anything impossible that we cannot 
ourselves perform. : 

11. To believe only what our finite minds can grasp. 

12. Not to make allowances for the weaknesses of 
others. | 

13. To estimate by some outside quality when it is 


that within which makes the man. 
Judge McCormick, San Francisco, Cal. 
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Changes in Business 


Failures 


Boston.—I. Finks & Son, shoe jobbers, re- 
ported offering to compromise at 15 
per cent cash, and one note of 10 per 
cent, payable two months from date 
of confirmation of composition. 


Fitchburg, Mass.—A. S. Student, shoes, 
reported offering to compromise at 25 
eo reported assigned to Henry 

avis. 


Leominster, Mass.—Dominic Carchide (51 
Water Street), mr nara’ reported peti- 
tioned into bankru ptcy. Reported 
assets, $1,656; liabilities, $2,753. 


Chelsea, Mass.—Erlick Schwartz, shoes, 
——— first meeting of creditors 
duled for April 26 last. 


Haverhill, Mass.—Hillson & Gerber, 
leather, reported petitioned into bank- 
ruptcy. Liabilities about $50,000. 


Lynn.—Colonial Shoe Mfg. Co., Inc., shoe 
manufacturers, reported made com- 
position offer of 45 per cent—25 per 
cent cash April 25, 10 per cent on 
30-day note due May 25, and 10 per 
cent on 60-day note Juné 25. Assets 
reported $50,429.43. Liabilities, $75,- 
368.92. Questionable or bad debts, 

Stamford, Conn.—New York Outlet Co., 
shoes, etc., reported petitioned into 
bankruptcy. 

New Britain, Conn.—The Bootery (Bron- 


stein & Menus), shoes, reported peti- 
tioned into bankruptcy. 





WANTED TO PURCHASE 





The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


WILL { Serpe cus } Ps 


Entire Stocks 





We Buy for Cash 


Manufacturers’, | Jobbers’ 
Retailers’ Surplus Stocks, Jon 
Close outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & & co. 


Shoe Dept., Martin P Manager 
459 roadway, New York, 


ee Canal 9597-9598 


BOOT AND SHOE RECORDER 


MISCELLANEOUS 


MISCELLANEOUS 





2) 
see 


* > 
Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘“‘G.F.’’ 
Period Wood Segpyeee 
A for — 
Window Valan 
A big stock for Phang Y 
Ask for samples. 
Window Rugs 
A big line. Samples of materials and 
illustrations "o colors sent. 
Decorating Plush 
A for samples. 


The Hecht Fixture Co. 
Medinah Bldg. Chicago 
Wells St. and Jackson Blvd. 


NEW YORK SHOW ROOM 
6-67 E. 12th, Bet. Broadway & 4th Ave. 





SHOE i 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 














WANTED TO PURCHASE 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash atvenese if n ae A 
CANTOR & "wo ERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave Boston, Mass. 
Opposite South Station 











The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
' English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
a long wearing and useful one 
as well. 


ie] 


Satadadmanoncaaaa: 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 














DO YOU CONTEMPLATE 


etiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 
Leases Leas | a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 


fs “FISHER” 
Tate Mark 

Reg. U. 8, 

Pat. Off. 
HEEL and 
COUNTER 
SUPPORT 


Without A Help to 
Weak Ankles 
Prevents the Counters of Boots 
and Shoes from Running Over. 
Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
“E,W.” 
SHOE STRETCHER 


will adjust counters or ae 
t! 


stretched either 
across the base end or of 
give greater height or a B- to 
box. $2.00 each. 


F. W. WHITCHER CO. 

















WANTED TO PURCHASE 








ae See eS eS ees ALE ADE AE 





We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any =, — 
no object. 
r 30 outs our specialty. 

Bank and 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 











Highest Cash Prices Paid 


for entire shoe stocks. We also yy 

surplus or slow sellers, —_— ies > 
ject. Retail or ‘wholesale. Short term Ye 
taken off pene hands. ‘Wire or gnone us. 
ate confidential. tablished 


GLAUBERG & CO. 
296 Chureh St., New York, N. Y. 
We also purchase clothing, hats, 
goods, etc. Phone Canal 4119 








Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 


strictly confidential. Address ©498, care 
Boot and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. 
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page per issue: 

Space 1 time 7 times 13 times 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth pe Feb gh Lon a i 4 the 
e ount accepted, seventy-five 


Payment in advance is required, 


OSITIONS WANTED—Four cents per word for each 


cents. For other “Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
$1.25 ds under this heading will be received up to 


26 times 52 times 
noon, Wednesday. When advertisers desire answers 





$3.00 $2.50 to come in care of this office, twelve words must be 

6.00 5.00 allowed in each advertisement for address. When adver- 

tisers desire replies forwarded direct to their address, 

9.00 7.50 —_ =: tf _ . ~~ —— bg counted in the adver- 
ment and pa or accordingly. Answ t 

12.00 10.00 be sent under letter postage. ai ae 





except when regular advertisers, as amounts are too small to open accounts 





SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 





SALESMEN calling on retail shoe stores 

to carry as side line up-to-date arch 
support. Liberal commission. Territory 
given and protected. Address C-529, care 
Boot & Shoe Recorder, 207 South St, 
Boston, Mass. 





WANTED — Salesman covering South- 

eastern territory to call on Shoe 
Stores and Shoe Repairers to represent 
a Southern Findings House as a side line. 
Liberal commission. Address C-541, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





NTED — Salesmen with established 

trade to carry a side line of Western 
made Infants’, Children’s and_ Misses’ 
popular priced, dependable Goodyear 
Welt and Stitchdown shoes in following 
territories: Michigan, Kentucky, Virginia, 
Iowa, Colorado, New Mexico, Ohio, Ari- 
zona. Write immediately. Ozark Shoe 
Company, Manufacturers, Webb City, 
Missouri. 


ALESMEN WANTED, 7% LINE—We 

want experienced salesmen _ with 
established trade to handle our high- 
grade work shoes, made in Goodyear 
welts and metallic fastenings, on straight 
7% commission basis. Territory now 
open North Dakota, South Dakota, 
Montana, Washington, Oregon, Penn- 
sylvania and Kentucky. Send references 
with application. Address Box 631, 
Sioux City, Iowa. 


MANUFACTURER making line of 
popular priced turn comfort shoes is 
establishing Southern Distributing Ware- 
house in Savannah, Georgia, and wants 
high grade salesmen for States of Louis- 
iana, Mississippi and Tennessee, also 
portion of Georgia. Line well known 
and carried in stock. Commission Basis. 
No drawing account. Address Box 702, 
Savannah, Ga. 


S ALESMEN WANTED to sell our line 
of Misses’, Children’s and Infants’; 
turn and McKay sewed shoes on a 
strictly commission basis. Can be sold 
with other non-conflicting lines. Ex- 
perienced salesmen preferred. One for 
the Middle Western States and one for 
the Pacific Coast States. Reply with 
references to the Werner Shoe Co., 


Orwigsburg, Pa. 


S ALESMEN WANTED to carry a com- 
plete line of staple comfort turn 
boots and low cuts to the big_ retail 
trade in the Middle Western States. 
This is an exceptional opportunity for 
live wire men. 6% commission. Give 
full particulars and territory_desired in 
your first letter. Address C-546, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 

















S UCCESSFUL SALESMAN to devote 
part time selling Boston Bags, etc. 
Steady Demand. Liberal commissions. 
Box 3498, Boston, Mass. 








ALESMEN to handle popular price, 
up-to-date, Brockton made, line of 
men’s welts, with stock proposition, 
6% commission. Only men with ex- 
perience and first-class references 
need apply. Address C-549, care Boot 
& Shoe Recorder, 207 South St., Bos- 








ton, Mass. 





IF YOU HAVE HAD 
SHOE SELLING EXPERIENCE— 
If you are a real two-fisted, red blooded Go Getter 
WE HAVE AN HONEST TO GOODNESS 
PROPOSITION TO MAKE YOU 
We require managers for our branch stores all over the country. 
If you think you can measure up to our standard 
Address C-545, care BOOT AND SHOE RECORDER 
207 South St., Boston, Mass. 











POSITION WANTED LINE WANTED 


DUBING leisure hours prepare for busy WELL»KNOWN SALESMAN, 20 years’ 
days. Interview your prospective em- ,Se.ling experience with women’s and 
ployees now. Remember: ‘Men chosen men’s A-1 shoes, wishes to represent 





carefully work carefully.”” My experience high-grade firm which can deliver. 
embodies: Retail (N. Y.), wholesale (Bok’- established trade in Greater New 3 
ton), factory (Me.), traveling (Cuba). and vicinity. Commission basis. Address 
References and personality are among my C-538, care Boot & Shoe Recorder, 207 
strongest assets. Future prospects inter- South St., Boston, Mass. 





est me more than present salary. Litt.e 
talks often lead to big things. Let’s have MANUFACTURERS wishing to be 
a little talk. Address C-517, care Boot & represented on the Pacific Coast 
Shoe Recorder, 207 South St., Boston, please address K-431, care Boot & Shoe 
Mass. Recorder, 127 Duane St., New York. 


SHOE MAN with “pep” and “tact’’ for HAVE been traveling Middle West, now 
busy or exclusive shop desires tem- planning to go to California, 2am open 








porary work assisting in After Easter liq- for high grade line shoes; get in touch 
uidation sales or permanent connections with me at once. Address C-536, care 
with retail or wholesale house offering Boot & Shoe Recorder, 207 South St., 


opportunity. Address C-534, care Boot & Boston, Mass, 
— Recorder, 207 South St., Boston, 
Mass. 


SOUTH AMPRICAN SALESMAN wishes HELP WANTED 


position. Have lived and traveled Peru, 
Chile, Argentina, Uruguay and Brazil for 
8 years. Personally know shoe mfrs. and A BIG AND SUCCESSFUL 
retailers. Expert on leather and shoe mfg. EXECUTIVE WANTED 
First-class reference. Addyess C-539, care As general manager of new chain store 
Boot & Shoe Recorder, 207 South St., Bos- organization. A well financed organi- 
zation is about to open a chain of stores 














ton, Mass. 
through which to sell a _ staple and 
RELIABLE, experienced retail salesman, standard commodity. A general man- 
practipedist, ‘ad’ man, window trim- ager is needed to take complete charge 
mer, married, seeks employment. Best of the whole enterprise. He must be 
references. Address C-548, care Boot & able to show a record of success as a 
Shoe Recorcer, 207 South St., Boston, merchandiser and be big enough to 
Mass. build the business from the ground. 
He will have to fix policies, hire his own 





taff, decide locations and be - 
S HOE MAN, able to take entire charge sible for ev ee 
ery phase of th q 

of a retail store. Best of reference. The salary. and pe caimaatated Tor a 














Address K-429, care Boot & Shoe Re- creased income will b 
e all that 
corder, 127 Duane St., New York. big pman could wish. Gemainte” doi 
r) usiness experience, d 
SALESMAN, for New York and vicinity, general characteristics Pay wn 
wants to connect with reliable firm. first letter. A photograph would also 
Address K-430, care Boot & Shoe Re- be appreciated. All replies will be 
corder, 127 Duane St., New York. treated in strictest confidence. Address 
Yarold be gp oon —_ peramel — Head of 
cationa partment, College of Busi- 
FELT SHOE SALESMAN WANTED ness Administration, Boston “Tidecmity. 
ge ana portunity > et for the Boston, Mass. 
man with a la ‘ollowing amongst 

7. and wholesalers’ in New Bagland a A 1 CREDIT and INSIDE | MAN, 
Atlantic States. Must have experience and thoroughly familiar with wholesale 
: shoe game, is seeking good sales and 


a large clientele. Our line comprises a full 
line of felt and novelty slippers. State age, merchandise man with money to go into 


experience and houses worked for in the jobbing of misses’ and women’s shoes 

last few years. Address K-433, care Boot in New York market. Address K-432, 

& Shoe Recorder, 127 Duane St., New York. ag Boot & Shoe Recorder, 127 Duane 
t., New York. 
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BOOT 


cnnersonany 


: right purpose, to the right w 


corder 


sovenueueeeneneuncnsny 


sannannrsennncnssnen: 


AND 


wearer, in the right 
is the great problem of the retail shoe merchants. 

” is to help solve it; for this is the basic problem upon which depends the pro 
tire allied industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 

Entered at the Post Office, NewYork, N.Y., ae second-clasg matter. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Member of the Associated Business Papers, Inc. 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 


SHOE 


Per copy, 25 cents. 


Member of the 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
fitting, for the right price, at the right profit. This 
The chief purpose of “The Boot and Shoe Re- 


Canadian, $6.00. 


ess of the en- 


Foreign, $10.00 











POSITION WANTED 





MISCELLANEOUS 








SALES EXECUTIVE 


Available at once, sales and advertis- 
ing executive who knows shoes. Ex- 
perience in retailing, manufacturing 
and wholesaling. Has sold shoes to 
retail trade in East and West. The 
company who believes in energetic 
sales and advertising efforts, and is 
using them, should be interested in 
what | can offer. References and com- 
plete details furnished to those inter- 
ested. Address K-434, care Boot & Shoe 
Recorder, 127 Duane St., New York. 














AN ALL AROUND BUSINESS MAN of 

40 years, 20 years actual experience 
as salesman, ad writer, window trimmer, 
orthapraxic specialist (hold three certifi- 
cates) buyer and manager. Wide know- 
ledge of store system and management 
and handling of emp‘oyees. In a con- 
tidential capacity could supplement the 
oriaainan in a most unusual way. Ac- 
customed to_ responsibility — practical 
knowledge of firms and merchandise. 
Open for position July 15th, 1921. Address 
C-551, care Boot Shoe Recorder, 207 
South St., Boston, Mass. 





SALESMEN WANTED 





SALESMEN for New York State, Con- 

necticut and Brooklyn, to carry medium 
and high grade women’s novelties. Those 
with established trade preferred. Apply 
Bleecker Shoe Co., 148 Duane St., New 
York City. 





WANTED — Salesmen for Southern 

States, also for New York City and 
vicinity to carry a high grade line of 
Ladies’ Turn Footwear. One familiar 
with the better class of trade. Write 
Minnie mg . Westchester Ave., New 
York City, N 





MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed, 

Write for our latest cat- 
en, showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 


Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 














SMALL Progressive Wholesale House, 

with ambition and an opportunity to 
produce results, seeks three to five thou- 
sand do.lars without services. Address 
C-550, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


FOR SALE 











FOR SALE 
LIVE FAMILY SHOE STORE 


One of the most up-to-date family shoe stores 
in Jersey City, catering to the medium grade 
trade. Very carefully selected stock. Done 
$60,000.00 in 1920. ‘Will now inventory 
about $30,000.000. Up-to-date fixtures. Long 
lease at very low rental. Best of reasons 
for selling. For Cash only. Address C-547, 
eare Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 














TO SUB-LEASE 








TO SUB-LEASE 


OLD- ESTABLISHED KUP- 
PENHEIMER MEN’S CLOTH- 
ING STORE WITH LARGE 
FOLLOWING MOVING TO 
NEW LOCATION ON ONE OF 
DALLAS’ MOST IMPORTANT 
CORNERS, JANUARY 1ST, 
DESIRES TO SUB - LEASE 
NEW BEAUTIFUL MEZZA- 
NINE FLOOR TO HIGH-CLASS 
MEN’S SHOE CONCERN ON 
PERCENTAGE BASIS. 


GUS ROOS COMPANY 


DALLAS, TEXAS 














S HOE STORE LOCATION to sub!et— 

Second floor suitable for a shoe depart- 
ment in a first-class women’s ready-to- 
wear store located in the business center 
of Muscatine, Iowa. Wonderful oppor- 
tunity for a live wire. Only bona-fide 
prospective dealers will receive full par- 
ticulars. A. & P. Glass, Muscatine, Iowa. 


WANTED TO PURCHASE 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160- 5181-5162 

















PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOR MERCHANT BY THE 
BOOT AND SHOE RECORDER 
PUBLISHING CO, 
(Incorporated under. Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G, PHILLIPS, President 
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PUBLISHERS’ NOTICB 
SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands «nd Mexico. The price 
a Canada is $6.00 a year, including post- 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, ete., see Want Page. 





OFFICDS IN 

BOSTON OFFICE: 207 South Street. 
Editorial and Subscription Corres- 
pondence should be addressed to 
the Boston Office. 

BROCKTON OFFICD: 224 Moraine 8t. Geo. 
W. R Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 
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127 Duane St. H. Walter Scott, Man- 
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CONTINENTAL OFFICE: William Salz- 
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ARGENTINA: Buenos Aires, Rivadavia, 2721. 
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BRAZIL: Gerente, John S. Fitch, 88 Rua 
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CHILD: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

a = Mr. H. Gomez, Corrales, 2A, Havana, 
Cuba. 
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JAPANESE OFFICB: 

Wagen, Manager. 


Yokohama. a FF. 
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Ow DO MOST PEOPLE JUDGE SHOES? THEY JUDGED BY THE QUALITIES THEY HAVE. WOMEN 
SAY “THIS SHOE HURTS,” “THIS MAKES MY DELIGHT IN THEIR STYLE, COLOR AND SPARKLING 
FOOT SEEM TOO LARGE,” OR “IT HAS NOSTYLE.” #£.LLINES. CUSTOMERS ADMIRE, NEVER CRITICIZE. 


IN OTHER WORDS, MOST SHOES ARE JUDGED BY 
THE QUALITIES THEY LACK. AND THAT’S THE DIFFERENCE THAT MAKES FOX 


FOOTERY A FLEET SELLER IN DEPARTMENT 
FOx SLIPPERS, PUMPS AND OXFORDS ARE ALWAYS STORES AND SPECIALTY SHOPS. 


CHARLES K. FOX, INC., HAVERHILL, MASS., U. S, A. 


CHICAGO: Great Northern Bidg. _BOSTON: 54 Lincoln Street. NEW YORK: Marbridge Building, Broadway & 34th Street, Room 632. 


Vol. 79, No. 7. Published every week by Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New York, 
N. -f Subscription price $5 per year. Application for entry as second class matter at the Post Office at New York, N. Y., 
pending. 
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BRANDED OR UNBRANDED 


DELIVERIES FROM STOCK 


“VOGUE” Stock No. 657 


Mahogany Calf Saddle Strap Hi Line Oxford, 
12-iron Single Sole, Goodyear Wingfoot Half 
Rubber Heel. Brass Eyelets. Code—Courage. 


Widths A-D. 
Price $6.75 


~ 


B 538—Winsor Last. Widths AA-D. Mirror Patent B 637—No. 4 Gallun’s Calf Brogue ” eg Brogue 
Oxford. Widely sold for dancing and all dress Last. Code—Custom. Widths AA-D. 


occasions. _—— $6. 00 Price $6.75 


Charles A. Eaton Co. 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street 


BOSTON—207 Essex Street 














May 7, 1921 BOOT AND SHOE RECORDER 








Gowng Strong— 
HAVANA BROWN VODE KID 


We are receiving a steady flow 
of orders for VODE KID in 
HAVANA BROWN and the 
demand is growing sas 
with every day. 


In our HAVANA BROWN 
we are using some particularly 
fine quality skins which we 
bought to advantage some 
months ago and which have re- 
cently been landed. 


Specify HAVANA BROWN 
VODE KID and you'll get 
leather which plainly shows its 
fineness in your shoes— 


—also the selling power of 
VODE, so well known to the 
buying public. 


“Vode 


THE STANDARD KID Co. 
Boston, Mass. ‘The Leather 
ara for Fine Shoes 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis and Montreal 
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WHITE and BLACK [| . 
SPORT OXFORDS and STRAPS : 


The one big outstanding style for 
the coming summer season 


OTE EO 


2 


UTOMORORD 


AG/Y) 


TOT 


The styles shown on this 
page will be ready for May 
delivery — Don’t delay 





LO LONG. 





BOROROMOMOMOMOE 

















rdering. Have 
No. 768—Price $4.50 orde 8 these 
5 shoes when the demand ‘ 
| PETERS WHITE REIGNSKIN No. 163—Foten' ame 
. ; . comes! : 
Fi Two Strap, Black Kid Straps and Tip LEVOR WHITE KID 
Fy Broadway Last, Welt r be 
2) ‘wo Strap 
RY 13/8 Cuban Heel ‘ - a F | 
KA Black Kid Trim, Imitation Tip | 
FY AA4to8 A andB 3 to 8 ‘ Full C d. Baby Louis Heel 2 
5 C and D 2% to 8 a a ae a 
KX Welt Broadway Last =| 
AA 4to8 A3to8B3to8 C2) to 8 a 

{ | 
; : 
KA Ds] 
: | 
.) $e) 
3 $4] 
3 “| 
: | : 
S| No. 7115—Price $3.75 | 
R Ne. 123—Price $5.00 WHITE CANVAS OXFORD | 
RY ' No. 721—Price $4.00 Ne] 
5 PETERS WHITE REIGNSKIN Patent Tip 3 
y OXFORD Prout Sey and Bock Seay PETERS WHITE REIGNSKIN. 
KA White Rinex Sole, Rubber Heel OXFORD ‘ i} 
.. Black Kid Tip, Saddle Strap and Hackney Last, Goodyear Welt 3 
e. Back Stay, 13/8 Cuban Heel Cord Tip and Stay, 13/8 Enameled Heel a 
.' Broadway Last, Goodyear Welt No. 716—Same only with Broadway Last, Goodyear Welt ic 
EA AA 4% to 8, A 4% to 8, B 3% to 8 Tan Calf Trim AA 4%, to 8, A 44% to 8, B 31% to 8 4 
.) C and D 2% to 8 A4% to 8, B34 to 8, Cand D2 to 8 C and D 24% to 8 E 
5 
S Every indication points to one of the biggest white fe 
i iS 
E seasons ever known—Look to us for your sport styles : 
2 
. : 
; THOMSON-CROOKER SHOE CO. 
5 18 STATION STREET ' g 
: BOSTON, MASS. 
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- JAYESCO 


(Pronounced Jay-es-co) 

















JAYESCO is the name we have applied to 
a new line of calf leather manufactured by 
J. S. Barnet & Sons, Inc., and which is now 
in great demand for men’s and women’s fine 
shoes. 











JAYESCO is a fine boarded calfskin of an 
exclusive deep cherry shade with all the 
usual excellence which you expect in our 
leathers. 














JAYESCO is the finest possible example of 
why it pays in specifying leather to be par- 
ticular to ask for J. S. Barnet’s. 









Remember the name—JAYESCO—J. S. 


Barnet & Sons, Inc. 





J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
NEW YORK OFFICE—154 Nassau St. 
CABLE ADDRESS .. . ‘““TENRAB” 
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FIFTY YEARS ILO DIOINIC HONEST LEATHERS 





COhere is ont. 
one VICT KID 


COhere never 
has bee 


any otter’ 











DAT ENT 
COLI 
JAIOD 
SIDES 











AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIPAND SIDES 


BOARDED AND SMOOTH 
BLACKS AND COLORS 
CALF LININGS 
ELK SIDES-SPLITS 
BAG LEATHER. 











SHEEP SKINS 
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‘Decidedly Thompson” 


STYLE LEADERS 


IN STOCK 


THOMPSON’S 
FAMOUS 
CORDOVAN 


S622 


Brown Cordovan Blucher 
Oxford. Brogue Pattern 
and Last. Code Word, 
Night. 


Price, $8.50 


Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


[HOMPSON BROS .SHOE (6 


FINE SHOEMAKERS 


BROCKTON 
MASS. 
U.S.A 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brockton (Campello), Mass. 
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Scotch Grain 
CA LF 


@ We consider that we are offering the best 
Scotch Grain calf on the market from a stand- 
point of fine shoemaking results. 


@ The leather itself is LAWRENCE QUALITY 
—so enough said for that. 

@ We think you will pronounce the surface de- 
sign of our Scotch Grain Calf the prettiest you 
have seen. 

@ Convince yourself by asking for samples of 
our 


No. 4 Nippon and No. 19 Baywood 
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Lawrence Leathers Are Reliable Leathers 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
ST. LOUIS 
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Manufacturers 


Johnson, Stephens & Shinkle 
Shoe Company ~ 


St. Louis 
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W onderful Shoes 
for 
Wonderful Girls 


WITT daa adaddadadaiadad 


May 7, 1921 
Esperanto” 
Model 
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| DYoy em oun b k-f=mew Dlone lela abel 
White Leathey. 
Select a White Leather 
That's Right. 
Specify The Whitest White~LEVORS: 


G. LEVOR & CO,, Inc. 


TANNERS OF CABRETTAS 
NEW YORK CLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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It is easy to understand why dealers cling 
to Marshall Shoe Merchandise after it has 


been tried out a season. 


No. 0710 


Ql <ALL 
: M A R SH | 


C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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The Whole “TONY” Family 


Manufactured Exclusively By 
CREESE and COOK 


HEREVER leathers are discussed 
the name “TONY” immediately 


suggests CREESE AND COOK. TONY 
i “TONY” name 


So we have carried the 
to two other colors of the same bright 


boarded finish—TONY BROWN and RED 
TONY BLACK. ; 

The demand for genuine Creese and 
Cook TONY RED is well known. A 


growing call is being received for both 


TONY BROWN and TONY BLACK 


as well, and these two new colors i 
should be sampled by retailers who TONY 


have an eye out for what is newest. 


Remember the true ‘““TONY”’ colors 
are made only by Creese and Cook. BROWN 


* * * * & & 

































A New York retailer recently wrote to 
his best maker of men’s shoes: 


“There's a store just around the cor- 
ner from me selling a world of Tony 
Red shoes. 


‘| hear Creese and Cook make a Tony 
Brown also and think I could make a 

hit by putting in some Tony Brown 

shoes against my competitor's Tony K 
Red ones. Please make’ the following 
sizes at once.” 































* 





* * 
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CREESE and COOK CO. 


Creators of New Calf Leathers 
















SALESROOMS 
95 SOUTH ST., BOSTON 





TANNERIES 
DANVERSPORT 


j WOLFENSTEIN & SHANAHAN 


39 SPRUCE STREET 
NEW YORK 






P. A. HENRY & CO. 
706 BROADWAY, CINN., O. 
LEATHER TRADES BLDG. 

ST. LOUIS, MO. 
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( S. M. LANGER y R bY 7, J. A. LIPPMAN } 
‘ e Jtools}\are /Tanled | 
* atch This Tree Grouw- ~~ ee <<" 





An Innovation 


A WHOLESALE BARGAIN 
SHOE BASEMENT 


Jammed full of SHOE JOBS in Staples and 
NOVELTY FOOTWEAR 


Wire or write us your needs. We Guarantee 


100% SHOE SATISFACTION - 


BLOOM-LANGER-LIPPMAN CO. 


170-180 Essex Street 
BOSTON MASS. 
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four famous leathers 











AZTEC 
CALF 


is recognized the world over as 
the standard of excellence for 
Spring and Summer shoes for 
men, women and_ children. 
Pliable and strong, this leather 
is pleasing to the eye and com- 
fortable on the feet. Aztec 
Calf will be offered in the com- 
ing season’s fashionable shades. 











VIKING 
CALF 


A strong grained mellow calf- 
skin that is moisture-repellent. 
This leather does not peel or 
chip and is especially adapted 
for a high-grade shoe. Viking 
Calf is favorably known and 
universally used by discrimi- 
nating shoe manufacturers. It 
takes a brilliant polish and is 
offered for the coming season 
in five colors and black. 








GALLUN 
QUALITY 











Norwegian 


Veals 


One of Gallun’s specialty leath- 
ers—a heavy, rugged, high- 
grade leather that is the first 
choice of high-grade manufac- 
turers for the popular brogue 
shoe. No ian Veals are 
suitable for both men’s and 
women’s shoes and are pro- 
duced in two colors and black. 





Mandarin 


Sides 


A chrome tanned side leather 
made in glazed and boarded 
finish and offered in two colors. 
Mandarin Sides are strikingly 
attractive and of the highest 
integrity. They are designed 
to meet the call for fine shoes 
that can be sold at prices de- 
manded by the great majority. 








H. A. ELY, Manager, 








A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


11 EAST ST., BOSTON, MASS. 
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Three Big Sellers in Stock 


THIS SHOE IN THREE DIFFERENT 
LEATHERS NOW READY 





Goodyear Welt—Straight Tip. 
Carries 12/8 Heel. 


AA—414 to 8, A—4 to 8, B— 
316 to 8, C—3 to 7, D—214-7. 
No. 20—in 18 Russia Calf, $5.75 
No. 30—in Brown Kid, $6.00 
No. 40—in Black Kid, $5.75 


These shoes are built on the high standard of construction and refined 
shoemaking that has enabled us to achieve recognition as one of the best 
and most favorably known manufacturers of shoes in our grades. 


A long season should be figured on, for these styles are so practical, large 
sales throughout the summer and late into the fall can be expected. 





‘WELCH, Moss & FEEHAN Co. 


113 ESSEX STREET 
HAVERHILL 


MASS. 


BOSTON SALESROOM, 183 ESSEX ST., ROOM 410 
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STAN WORT 


THREE STANDARDIZED STYLES IN STOCK 


These Shoes are Guaranteed to Please 
You. If not satisfactory, send them all 
right back. That is printed on a card 
which goes in every case of Stanworth 
Shoes. It shows our confidence in the 
values— which you cannot duplicate 


elsewhere. 


Carried in Stock for quick delivery, 
widths AA to E, sizes 5 to 12. Quality 
Shoemaking. Stylish lasts that fit. 


oY @ 

CONSTRUCTION 
urrers Jul Spas Rus. CH 
outsae Ook Goud 
sore Oohe= full Grain 
counter Sole Loather 
sox tor dole Soather ued 
nee, Teubbe- Trade A 


SsTANWORT 





ORDER 
A CASE 


YOU BE 




















a 
2%-10 
Net-30 


OR TWO. 


No. 3 
English Last. 


12. 
In Case Lots, 


$4.60 


3 DRESS SHOES 


No. 2 
No. 1 
Round Toe. In Mediom wi : 
. Widths . 
mc. Sizes 5 to 
12. 


In Case Lots, es Case Lots, 
$4.60 $4.60 


er WORT 


SHOEMAKERS 
MARION, INDIANA 
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More Men Want Better Shoes 


Events of the Past 
Few Months Prove This 


We are very gratified to find shown and we earnestly advise 
that our sales for the past four _all our friends to place as large 
months are actually in excess a proportion of their Fall 
of those for the same period orders as they can at this time. 
last year. Do not depend upon our stock 
department to fill your Fall 
order complete at the last min- 
ute next season. It will keep 
your stock properly sized, but 
we cannot undertake to fill 
large “‘at once” orders from it. 


(AV (ANTON 7ONE AN1 (ON 10N170\ 1 /0\1@\ 8 1O\b1O\t10\,0\ 1 10\ /0\ NANTON /a\/@\t eX 


Could anything prove more 


: 
Bi 
& 
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: 
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conclusively that there are still 


plenty of men who will pay the 
price for the finest shoe qual- 


Ya\t ay iveyiv@\iva\ive\tveni/a\t: 


ity, realizing that such shoes 


BUG 


return the best service. . ; 
For sure satisfaction and sales 


Fall ‘styles of French, Shriner next Fall anticipate a fair pro- 
and Urner shoes are now being portion of your wants now. 


NIVO\ ON (@\t/a\tVaNiva\tie\i/@\i/e\tie\le 


Ta@\ ON /@\1'/0\i(@\7a\hva\/e\sve\i/e\t ve. 


FRENCH, SHRINER & URNER 


Factory and Salesrooms 


63 MELCHER STREET BOSTON, MASS. 
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Like all really good inventions 


the ARCH-LIFT is simple 


But never forget for a moment that it is the only arch 
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support device that works nature’s way—that actually re- 


\( 


places the weakened ligaments. 
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It is the “lift that supports or money refunded.” 
And because the ARCH-LIFT does this it effects most re- 


markable cures. Therefore the shoe merchant featuring 
ARCH-LIFTS is sure of ready sales—sales that stay sales 
because of the gratifying results obtained. 


> Bet tw > 2s 
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No matter where your store is located you will find—more 
or less—sufferers from foot troubles. In the FEDERAL 
ARCH-LIFT you have the solution of foot trouble 


problems. 
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Get a first-dozen assortment in stock at once—it covers 
all weights, sizes and colors, and remember that ARCH- 
LIFTS contain no metal—no rubber—no leather. 

We will back. you up with selling helps, consumer literature, 


newspaper adv. electros, window display model, explanatory 
charts, etc. 


Write us today for booklet telling all about this wonderful fast 
selling invention. 


FEDERAL ARCH LIFT MFG. CO. 


168 Dartmouth Street Boston, Mass. 
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The Famous 


Webher 


Soe > for: en 


ET a man started wearing 737—Chocolate Boarded Side No. 13 

WEBER Union Made | Fox Oxford, Envoy Last, Square Win 
SHOES, and nothing short of Tip, White Fibre Middlesole. Stitched 
rough treatment on your part around heel. Flange Heel—% Wing- 
can get him away from you. anata 


WEBER SHOES are con- 
vincers, and men need con- 
vincing now more than ever 
before they will part with their 
money. 


At $5.00 to $9.00 WEBER 
SHOES take second place to 


none. 








New York Office, H. Harris, 
1328 Broadway, Marbridge Bldg. 








Ct all times, we. can oupoply your neede of tock 
otyles came day order io received. “The habit of refer= 
ning bo our etock catalogue, which ie planned to make 
ordering therefrom easy and galisfactory, will keel you 
familiar with the attractive, qood selling shoes carried 
on Che floor for our customers’ convenience. “While stock 
ohoes, both men’s and womin’s, are made ufo unbranded, 
and are. packed in plain cartono, we will be perfectly 
willing bo add your oun private otamp, or have them 
marked ¢Ketth’s Konqueror”? oo that you can gel every 
advantage this name brings dealero. 

“The “Preston 13. Keith Shoe Co. 
“Brockton, Wave. 
A. Y., 290 “Broadway—" Boston, 207 Eesex Street 
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THE SHOES FEATURED HERE ARE MADE | 
— BLUMENTHAL’S WHITE WASHABLE 











No. 2187 4 j : 
White Kid ~ - White Kid 


Junior Louis F hn 
Covered Heel ; unior Louis 
Covered Heel 

$7.00 J. 


AA to C 








IN STOCK 
FOR 
IMMEDIATE 
DELIVERY 





SSSSSSSE SESE SS SESE SESE SC NS SESE SS 


2170—White Kid 2172—White Kid 
Full Louis Full Louis 
2171—White Kid . 2173—White Kid 
Junior Louis — Junior Louis 
AA to C , AA to C 
Two Straps One Strap 
$7.00 $7.00 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET : : 


DO YOU KNOW THAT 
THIS IS TO BE THE LARGEST 
WHITE SEASON ON RECORD 
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TEES TO 


INCREASED PROFITS 








In buying DECORATORS SUPPLY COMPANY Fixtures you 
merely add to your original investment that item which insures YOU 
a better return on your Total Investment. 

We have suitable Fixtures and Period Displays for stores of any size, 
found in the smallest of towns to those in the most metropolitan cities. 





Inspection will convince YOU. 


THE DECORATORS SUPPLY COMPANY 


Archer Ave. and Leo Street Chicago, U. S. A. 


Manufacturers of the largest diversified line of 
wood and composition fixtures in the World. 
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THE WHITE SHOE FABRICS EXCEPTIONAL 


BRIGHTEX | 
ma BEECHTEX 


Facts that we want you to test for yourself. 


NON-SHRINKING 
EASY TO CLEAN 


PROOF AGAINST DECOMPOSITION WHERE 
EXCESSIVE CLEANING IS NECESSARY 


And coupled with these important features, BRIGHTEX and 
BEECHTEX remain soft and pliable, making the white shoe a 
seasonable shoe that will hold its shape. 








Shoes Made of These Fabrics 


Give Maximum Wear 


J. EINSTEIN, Ine. 


-9 Spruce Street’ - . : - - - New York City - 


Shoe Goods and Linings 


BOSTON ST. LOUIS MONTREAL, CAN. BUENOS AIRES, ARG. 
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*Diamond Brand Fast Color Eyelets 
The Hall Mark of Style Distinctio 
Naturally they are found 


@a the more exclusive models for the com 
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United Fast Color Eyelet Company 


Boston, Mass. 


From actual photograph by Garo, Boston. 
All rights reserved. 
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WHITE BUCK AND BROWN CALF 
GOODYEAR WELT 
VAUGHAN’S IVORY SOLES AND HEELS 


SPORT SHOES OF CHARACTER 


wens “Paci 


Moderate Prices 


E DO NOT FIGURE OUR DISTINCTIVE 
STYLE IDEAS INTO THE COST OF 
OUR SHOES. 


THEY ARE FOR THE BENEFIT OF OUR 
CUSTOMERS IN KEEPING THEIR CUS- 
TOMERS ENTHUSIASTIC. 


DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKay SHOES 


SALEM, MASSACHUSETTS 


; FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 










































NEW YORK 
ST. LOUIS 
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The Customer Is Satisfied 


The public demand is for all leather shoes. 
War time substitutes no longer attract. 


Secure the confidence of your trade by 
the character of your goods. 

When you say that the shoes you sell con- 
tain soles made of “U. S. LEATHER” 
you at once establish the high quality of 
your merchandise. 

We are the world’s largest producers of 
sole leather. ? 

Our tannages have been famous for 
generations. 


The United States Leather Company 





The United States Leather Company of Massachusetts 













PHILADELPHIA CINCINNATI 


SAN FRANCISCO LIVERPOOL 


: 


iy 


HUM 
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CHICAGO 
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| aes superior quality, popular ap- 

peal and genuine service, the 
Dolgeville E-Z line of felt footwear 
has set a standard. Dealers all over 
the country have found that a stock of 
the correct styles and sizes of Dolge- 
ville shoes means plus business and a 
quick, steady turnover. 


Place your orders now. 


Dolgeville Felt Shoe Company 
Dolgeville, New York 
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ESTABLISHED 





























FLEXIBLE WELT 
TAN CALF—77 LAST 


FOUR WEEKS DELIVERY 


There is only one Val Duttenhofer Sons 
Company and they are the makers of one 
of the finest and most flexible welt lines of 
women’s shoes in America. 


Our product is endorsed by the most promi- 
nent retailers of the trade. 





We are equipped to take care of your 
needs with delivery in four weeks. We 
also are prepared to take care of your de- 
mands for turns and McKays. 








( THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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CASTLE KID CO.,, Inc. 


CAMDEN, N. J. 
Manufacturers of the popular trade-marked leathers : 


Colored and Black Glazed 


Colored and Black Glazed Lustrous, soft and tough. 
Black Mat White Glazed won't peel, chip or scuff 


Black, White and Colors 
(Velvet-Lunar’”’ Suede) 


Black and Colored Black.and Brown Glazed 
Kips and Veals Black Mat 


Sales Offices: 


Sales Mgr., W. S. Rossbach 
Main Sales Office: CAMDEN, N. J. < Asst. Sales Mgr., F. P. O’Rourke 
N. Y. & Pa., H. J. Fraley 


BOSTON, MASS., CINCINNATI, OHIO CHICAGO, ILL. 
A. W. Bliss, 106 Beach Street W. A. Bennet, Jr., 2nd Nat. Bk. Bldg. J. K. Reynolds Co., 221 W. Lake St. 


NEW YORK, N. Y. ST. LOUIS, MO. : MONTREAL, CANADA 
A. J. Haas, 10 Spruce St. H. C. Korndoerfer Co., Leather Trades Bldg. John McEntyre, 28 St. Alexander St. 


LONDON, ENG. HAVANA, CUBA SYDNEY, AUSTRALIA 
R. & A. Kohnstam Pedro Gomez Cueta, 19 Tenieute Rey. P. B. Sheather Co., Ltd., go York St. 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 
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An Announcement! 


SHOE RETAILERS of AMERI( 


Old Customs and Traditions Smashed 


Is it true that new style shoes can be shown and sold 
only in Spring and Fall? 


Must the retail merchant’s sales year always begin 
and end with Easter? 


Shall we never be able to overcome the necessity of 
buying style shoes six months or more in advance 
and selling half of them at a loss toward the end of 
the season? 


If so, let us all bow down to the inevitable—take our 
bitter medicine with patience and resignation, and 
let the old handicaps of custom and tradition con- 
tinue to walk over us, stifling our ambition and 


progress. 
But what if these things are not true? 


There are real men in the retail shoe business—men 
with brains and ability—men with ambition—red- 
blooded men with determination who won’t lie down 
and let custom tramp over them rough-shod just be- 
cause these customs have existed to their detriment 


in the past. 


Retail shoe men are ready—have been ready to over- 
come the old customs and handicaps. They know 
that shoes can be sold every day in the year, regard- 
less of season, if they can show new, smart styles 


all the time. 


But the retailer cannot do this if he must continue 
to buy shoes only twice a year, making large pur- 
chases and taking long chance guesses on what will 
sell and what won’t six months or more in advance 
of delivery. 


Months ago The Krohn-Fechheimer Company real- 
ized that this condition was wrong and they set 
about helping the. retailer to correct it. Plans were 
made to supply the retailer with style shoes all 


through the year. 


SY 
il 


First of a Series of Advertisements on the 
Watch for the 2nd ad 
_———— 
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Red-Cross Shoe salesmen started out to call on their 
customers regularly and frequently—the old twice a 
year idea was thrown into the discard. 


Instead of shoe styles that would be delivered for 
sale six or eight months later, they took orders for 
sixty days delivery—orders for up-to-the-minute 
styles—advance models, embodying the very latest 
style touches, the last minute decisions, which the 
dealer could sell in the height of their vogue—when 
their popularity was certain. 


TRADE MARK 


Before these.are gone, the Red Cross salesman calls 
round again and sells another two or three months’ 
supply of fresh novelties. No more chance guesses, 
no more dead ones—smaller investment for the re- 
tailer, quicker turnover, more business, greater 
profits! 


With the advent of this’ new plan of distributing 
shoes to Red Cross dealers, the “All Year Selling 
Plan” became possible for the retailer. 


Everywhere, and to the last man, Red Cross Shoe 
dealers have adopted our new plan with enthusiasm 
and success. They are finding it possible to sell 
shoes every day—to increase their sales and at the 
same time decrease their stock investment. 


The “All Year Selling Plan” is working now for mer- 
chants who sell Red Cross Shoes. 


This all happened months ago. The new plan was 
not started with a big noise—it was put into effect 
quietly and modestly, and it has worked. 


Through the medium of these advertisements it is 
now announced publicly to the trade. 


In a series of advertisements which will appear regularly each 
week in this publication, you can now learn the many benefits of 
the “All Year Selling Plan” for retail shoe merchants. 


You can learn how this plan increases your business, keeps down 
the left-overs, eliminates the dead ones, increases your turnover, 
decreases your stock investment—makes profits larger and more 
certain. 


Watch for the next advertisement—or better still, write or wire 
us and one of our men will call and explain the plan in detail. 
His visit will not obligate you to purchase if you can resist buying 
the beautiful models we are now showing. 


The KROHN-FECHHEIMER COMPANY 


CINCINNATI, OHIO 


Selling Plan” to Appear in This Publication 


Next Week 
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6 be astonishing success 
of the Modified Educa- 
tor for Women is due to the 
immediate adoption of it by 
thousands of women who 
have been searching for just 
such a shoe. ~ 


The retailer who wants this 
| new business should get in 
| touch with us at once. 





MODIFIED 
F DUCATO 
O18) 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 
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